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“THE APPROACH” 
If you are seeking a General Agency connection you will, no doubt, be interested in a contract with a 
Company which combines the advantages of SERVICE TO POLICYHOLDERS and PROFITS TO = 
FIELD MEN; one offering PARTICIPATING and NON-PARTICIPATING POLICIES to the Public = 
and a FULLY PARTICIPATING CONTRACT to its Agents. One in which the circle of mutuality is - 
extended to INCLUDE THE PRODUCER. 
“THE PRESENTATION” 
The Central Life offers a wide range of policies, including Child's Educational, Mortgage Coverage, Low 
Cost Preferred Risk and Double Protection Policies. 
SERVICE TO POLICYHOLDERS 
Dividend factors: Mortality 1924-1925, 30%. 
Interest earned, 5.8%. 
Ratio assets to liabilities, $1.12. 
While a stock company, its profits to stockholders are limited by its charter. (Present non-participating 
policies provide for dividends after they are paid up—retro-active as to old policies. 
SERVICE TO AGENCY ORGANIZATION 
Practical cooperation from the Home Office, through proven methods; a free educational course to agents 
and comprehensive organization plans for General Agent. 
Year’s record, 27% increase in paid for business over that of 1925. 
“TH OSE” . 
In common with many other conservatively progressive companies, the Central Life offers a salable serv- 
ice to policyholders—a clean record, a wide range of policies and excellent dividend factors. It also 
offers what is IRRESISTIBLE—a contract providing an OVERWRITING commission adequate to take 
care of the OVERHEAD—one which will enable the General Agent to attract and hold desirable men 
and still operate UPON A PARTICIPATING BASIS. 
General Agency opportunities in Pennsylvania, Nebraska, Kansas, Northern California, Oregon, Mon- 
tana, Colorado, Utah and Florida. 
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W. H. HINEBAUGH, Pres. W. ROLLA WILSON, S. B. BRADFORD, Secy. 
Vice-President & Agency Director ; 





CENTRAL LIFE INSURANCE 
COMPANY OF ILLINOIS 
CHICAGO 















Keep It Where You Can 


We have you deposit 
locally and we make our 
investments in the terri- 
tory we serve. 
















The money stays in your 
community and you | 
have an opportunity to | 
get it back again. 


Write for our Co-oper- 
ative plan. 


‘eFarmers € Bankers 


4 ‘Life Insurance Company 


H. K. Lindsley 
PRESIDENT 
























J.H. Stewart Frank B. Jacobshagen 
VICE PRESIDENT SECRETARY 


WICHITA, KANSAS 
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Field Supervisor 
For Indiana 


A real opportunity for a real Life In- 
surance man, working directly out of 


the Home Office. 


Company twenty-two years old, — 
Purely Mutual. Low Initial Premiums 
and Ramee Annual Dividends, with a 
splendid record of Low Net Cost, and 
all around good service to Policyholders, 
comparing favorably with any company. 


Modern and Up-to-date Policy Contracts. 
Territory—INDIANA. 
The Company is well established, hav- 





JEFFERSON 


possessed a keen analytical mind. He made 
few mistakes because it was his unfailing habit 
to weigh all sides of a question before reaching 
his decision. Present-day life insurance sales- 
men have come to realize that haphazard meth- 
ods of selecting prospects lose both time and 
money —the need for a careful weighing of the 
prospect as such, before opening the interview, 
is commonly recognized. 


An acid test which will eliminate “suspects” and leave 
only prospects has long been the dream of the experi 
enced life insurance salesman 


There is a way to separate good leads from bad 

surely, quickly, and scientifically American Central 
fieldmen have at their disposal all the advantages of a 
method of accurate prospect analysis which saves 
time, effort, and money. Guesswork and lost motion 


in about $30,000,000 in force in in canvassing are definitely eliminated And this in 
. . valuable aid is just one of a series of consecutive 

In lana. Present Agency Staff in steps carrying the fieldman smoothly and inevitably 

Indiana writing at the rate of $8,000, | from mere leads to sound sales 

000 per year;—a number of successful 

agencies, and scores of happy, prosper- | 

ous agents. Full working equipment | a 


throughout the State. 


QUALIFICATIONS 


for the job: Under age 40, preferably 
with Af el Education;-an established 
record for personal production, with 
ability to earn at least $4,000 per year. 
Must know how to think for himself 
and be able to depend on himself in 
finding men and in training them to 
sell Life Insurance. 


If you are ambitious and want a chance 
to show your ability, and establish a 
permanent connection with the hearty 
co-operation and all the help possible 
from the Home Office, write, setting 
out the facts about what you have 
done, and give your references, after 
which time a personal interview will 
be arranged. 


ADDRESS 


BLUNDERBUSSES have been relegated to the 
discard by rifle fire. Through the Prospect 
Survey of the American Central, life insurance 
salesmen enjoy a standard of quality production 
that is a result of precise selection plus unique 
sales service from the Home Office. 


est 


AME RICAN \ ‘CENTRAL| 


INDIANAPOLIS LIFE 
INSURANCE COMPANY 


Frank P. Manly 
President 





Joe C. Caperton | 
2nd Vice Pres. & Agency Manager | 
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ae What Every 
aa Insurance Man Knows! 


= [immer _5. Steere, Frosident i 
THE SOUTHERN STATES LIFE 
INSURANCE COMPANY The purpose of all insurance is to protect 

ATLANTA. GEORGIA surplus earnings. 
GE Life and Accident insurance protects future 

surplus earnings. 



































Property insurance—fire, liability, etc., pro- 


HE Southern States Life, organ- tects past surplus earnings—accumulated 
ized in 1906, has an enviable wealth. 
record—21 years of honorable and The well-informed agent can give service on 
successful relations with agent all lines. 
and policyholder. The well-managed organization can under- 
write all lines. 
During this time the eaten has The Continental agent and the Continental 
been cultivating and serving well organization are multiple-line in principle 
its field—Dixie. and practice. 





Today there is opportunity in 
Dixie—the South is awaking in- 


dustrially. To men who are un- Continental Casualty Co. 




















attached and to new men the The Continental Assurance Co. 
Southern States has an attractive HG. B. ALEXANDER President 
proposition. — eee ; 


CHICAGO, ILLINOIS 
































ASK ME ANOTHER 


1. Why do so many life insurance agents lose their renewals? 
Answer: Because of the General Agency System and unfair a 
agent's contracts. 

® What life insurance company has abolished the General Agency 

System, offers all its agents AN EQUAL OPPORTUNITY and 


plays no favorites? 








$300,000,000 ey 




















Answer: 7 he Columbus Mutual Life Insurance Company. in force 
Does the Company protect its agents’ Renewal Interests? 
Answer: Yes, it gwes VESTED NON-FORFEITABLE RE- 
NEWALS. $50,000,000 
4. Where can I find an endowment policy that returns the savings, if 2 
the insured dies, INSTEAD OF USING THE POLICYHOLDER’S in assets \ 
OWN MONEY TO PAY HIS CLAIM? ‘ 
Answer: PERFECTED ENDOWMENTS sold by The Colum- 
bus Mutual return the excess of the endowment premium over 1 OO% 
the ordinary life premium in the event of death. ° 
5. Is it possible to purchase insurance at a lower cest if bought in in 
quantities ? 
Answer: A SPECIAL PREFERRED RISK POLICY issued OPPORTUNITIES 
by The Columbus Mutual sold only in amounts of $5000 and over 
gwes the policyholder the advantage of the reduction in overhead NOW 





and shows a surprisingly low net cost. 

6. Is it possible for a life insurance company to pay liberal commissions 
to agents and at the same time furnish lew cost insurance to policy- 
holders? 

Answer: Yes, but such companies are almost as scarce as “hen’s 
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teeth.” Many companies pay high commissions, quite a number ‘, 
furnish low cost insurance, but the combination seems almost im- { 
possible ie. attain. The Columbus Mutual is an outstanding 
example of such a company. ° 
For further information address Write 
The Columbus Mutual Lif : 
Insurance Company rater LIFE gra COMPANY 
. FT 
580 E. Broad Street, Columbus, Ohio cote enceacottenay ~~ yaar ate tat 


C. W. Brandon, President D. E. Ball, Vice-President and Sec’y. 
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HIS is not’a cry for 
help. 


It is an offer. 


We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and do—get 
prospects ready to be 
written. 

We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. 


Our system has been 
praised by authorities— 
and, what is more im- 
portant, it has worked 
with marked success for 
those agents who have 
used it according to direc- 
tions. 


It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best suits his pros- 
pect. 


Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
ern way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
lines below and_= send 
them to us. (Signing on 
these lines will cost noth- 
ing.) 


ee 


correo eee eee eeeeeeeeeees 


Address 


Great Northern Life 


Insurance Company 


110 S. Dearborn St. 
Chicago 


Help! Help! 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 





REACHING EVERY MEMBER 
OF THE FAMILY 


One of the vital factors con- 
tributing to the constantly 
increasing success of Royal 
Union Salesmen is the fact 
that this Company offers a 
policy for every member of 
the family. 








Our Juvenile Policies, written 
on children as young as one 
day old, go into full benefit 
automatically at the age of 5 
without re-examination. 





We write women onan equal 


Royal Union Life Building basis with men. 


Cor. Seventh and Grand Ave., 
Des Moines, lowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 





























AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 











Prompt Service From Both Offices 
Maximum Security to Treaty Holders 


Stephen M. Babbit 








President 
MORTON BIGGER BERT H. ZAHNER 
Secretary Chicago Manager 
A. C. BIGGER 
; , President 
HUTCHINSON, KANSAS Cc. W. SIMPSON MERLIN OATES 
Medical Director Actuary 
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Company | 
A New Plan to Solve an Old Problem  Write— — 























Accident and Health Insur-_ | 
How to gain the confidence of new prospects is an | ance? That question is | 


old problem. | asked us daily—so we | 
P thought it would be a good | 


The Ohio National Life Juvenile Policy helps solve | idea to answer it in this 
this important problem. | column. 


| 
The policy is issued at birth and up toage 11 in amounts | 
from $1,000 to $10,000, with premium waiver in event Perhaps | 
of total disabil ty or death of the father. | | 
Every father is interested in his boy or girl. The | you would like to know, so | 
Juvenile Policy is something for his boy or girl—he well give you the answer— 
is interested. You get his confidence and he places | | 
all his life insurance with you. | Yes V4 
The Juvenile Policy is only one of the many services | 
that makes it ‘‘Pay to Tie Up with the Ohio National’’. * | 
General Agent wanted at Dayton, Ohio. Other valuable terri- and that isn’t all—we also | 
tory open. | equip our Sales Staff with | 


the following Sales Helps ; 


FOR AGENCY RELATIONS | . “ oe 
Address : 


Juvenile Policies 
Payor Insurance 


Ano 


. Salary Savings 

6. Participating 

7. Non-Participating 
8 Sub-Standard 


T H E 9 Female Insurance 


10. Sales Promotion Dept. 


rw.deety | OHIO NATIONAL | 32" +} 


so LIFE INSURANCE COMPANY 4 


of —"y 
| CINCINNATI, OHIO $¢ 



































—— — Illinois, Indiana, lowa, 
= | ic qe Miss ‘1 
TNT would not be used for blast- power were negligible. ” on er ae 
ing if they were not effective. Once a user—always a user. 
and Neither would there be as ™ 
Dynamite many adsinourcolumns from The National Underwriter lel 
week to week if their pulling Chicago New York Cincinnati ABRAHAM LINCOLN LIFE 














INSURANCE COMPANY | 
(Formerly Mutual Life of Illinois) 
Home Office Springfield, Illinois 
| H. B. HILL, President 
F. M. FEFFER 
Vice-President and Agency Director 





OLORADO 


NOW OPEN 
ROCKFORD LIFE INSURANCE COMPANY 


WRITE TO 








ee eS ee 





Springfield, Illmois. 
Gentlemen: 


Kindly send me information re- 
garding your “Complete Coverage 
Contract.” L am interested. 


7 
Abraham Lincoln Life Insurance Co., | 
| 








Francis L. Brown, Secretary 


ILLINOIS 






ROCKFORD, 
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Capable men desiring to build their own General Agencies may 
obtain exclusive territory of their own choice with this progressive 
i ~ young company. We accept all classes of life risks, age one day to 65 
years. Our best uncontracted territory includes: 
~ ae _ INDIANA— OHIO— MICHIGAN— 
South Bend Lima Calumet 
Elkhart Toledo St. Joseph 
Terre Haute Dayton Kalamazoo 
La Porte Marietta Marquette 
Michigan City Springfield Battle Creek 
ILLINOIS— IOWA— MISSOURI— 
Peoria Waterloo Jopli 
Mt. Vernon Mason City Springfield 
Springfield Sioux City Cape Girardeau 
| Murphysboro Council Bluffs Jefferson City 
Rockford Dubuque Moberly 
For further information communicate with 
iN SUR TRANCE G com MPANY A. O. Hughes, Vice-President in Charge of Agencies 
GRAMERIGA . . 
aie * Farmers National Life Insurance Company 
OF AMERICA 
3401 South Michigan Ave., Chicago, Illinois 
Just the chance you are 
looking for may be with 
the Pilot. 
| 
, 
‘THE FRIENDLY?COMPANY’ | 
Success | 
Many years ago when Columbus set sail on the -- THE PILOT | | 
voyage which was to bring his name into everlast- 
ing fame, he had nothing but his own courageous 
spirit to bring him to success. This spirit helped We want general agents. 
him to overcome superstition, suffering and mutiny. 
This company does not ask her field men to Name your territory— 
overcome great obstacles on the road to success but 
does everything in her power to help build success- there may be an opening. 
ful agencies. The many successful men in her 
agency force would indicate that it pays to be 
revere PILOT LIFE 
“The Friendly Company” 
FRANKFORT INDIANA Greensboro, N. C. 
Opportunities in Indiana, Illinois, Ohio, Michigan A. W. McALISTER T. D. BLAIR 
Tennessee, Arkansas, Iowa, California and Texas President Agency Mgr. 
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HERE |S THE PROPOSITION 


There are over 250 legal re- 


serve life insurance companies in the 
United States. Your job is to select the one 








“ 


WITH THESE TOOLS IN 
YOUR KIT YOU CAN MORE 


EFFECTIVELY 


I 


* ING PORTIOLIO 


SELL LIFE 
INSURANCE 


An up to date CANV ASS- 
which 
tells the story of life insur- 
ance in a way that every 
prospect can understand. It 
is graphically illustrated 
with charts and drawings. 


An illustrated brief—a new 


* innovation. 


A pre-approach plan that ac- 


* tually CONVERTS “sus- 


pects” into prospects. 


A complete line of policy 


* contracts. 


Special plans for children of 


* all ages. 


Lowest rates consistent with 


¢ sound actuarial practices. 


A new plan of agency co- 


* operation. 


Constant development of 


* new sales plans. 


‘ 





J 





with which youcan secure 
the most satisfactory ad- 
vancement. 


And it is no small job! 


Here is our proposition—A strong, 
growing, going life insurance com- 
pany—agency cooperation which 
must be experienced to be appreci- 
ated—policy contracts that inspire 
confidence in your service—congenial 
co-workers—and high ideals. 


If such an organization appeals to 
you and you contemplate writing 
life insurance in one of these states— 
Pennsylvania, Ohio, Illinois, Missouri, 
Kansas, Colorado, Oklahoma, Arkan- 
sas, New Mexico, Arizona, Texas or 
California—then the Bank Savings 
Life may be just the company you 
may have been looking for. 


Why not write George L. Grogan, 
Manager of Agencies, for the com- 
plete proposition today? 


July 8, 1927 








Admitted Assets $3,519,222.00 


The BANK SAVINGS LIFE INSURANCE COMPANY 


Topeka, Kansas 


Insurance in Force $29,336,040.00 
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COOPERATIVE PLAN IS 
LAUNCHED IN CHICAGO 


Manager Darby A. Day of the 
Union Central Life Announces 


Some Details 


OPTIONAL TO AGENTS 


Hopes Through This Method to Unify 











| NEW AGENTS MUST | DISCONTINUES WRITING 
BEGIN BY STUDYING | LIFE INDEMNITY PLAN 


NEW RULING IS ESTABLISHED | TRAVELERS ANNOUNCEMENT 
- | 
| 
American Life of Detroit Will Not Will Eliminate This Feature from Its 
Issue Agent Contracts Until Appli- Disability Insurance Contracts 


cant Completes Correspondence in the Future 


\t 1 conterence ot the teld execu Lhe Travelers has made most n 
tives of the Americar Life of Detroit | portant announcement concernin 
it the home office. July 2. it was deter- | Changes effective July 1, in its commer 

















mined that from and after this date con- | C14! accide nt and disability forms Phe 
| 1 ompan nin y on that ‘ 
the Forces and Have All tracts for field men will not be approved | ‘ ag CR INDIN hat date, 
. , : “ee , , _ | stopped issuing accident coverage pay 
»v the president until atter they have . . I 
Work Together ; \, cat i = ing lite indemnity during period while 
at eas complete t correspondence : 
2 , ‘ _— - insured should be unable to perform the 
_ course of instruction of the company 
rh co rican Life has been nduct duties of his occupation All commer 
} ’ > i¢ « ie las UOC I condat , 
Darby A. Day, Chicago manager ot C SUNeTICe . ,, | clal forms issued by the company now 
ss + I t llv | hed ng an educational course for its fleld| oe ‘ 1 
he \ “nt ife “hi aunchesc . 7 , provide tia lull indemnity will be paid 
Union Central Lite, officially | ; men for about five vears, the plan being] >. , oy lisabilit hick revent ; 
. 0 al dtsabpinty \ cl preve ts per 
is new cooperative agency plan at a|to bring men to the home office, and to]; _. - vat; L 2 | 
: , rite ne duties rt nsured s occupa 
luncheon given the agents Friday of last | conduct the course of instruction for the | ii) gor ong ear, but that after the 
. - . it ol \ 1 t att I st 
P . -h age s under the in : : - 
weeix Mr. Day said that 40 percent | Various branch agencn _ under ~ > weeks tull weekly payments would 
; 4] ld | ut | Strumentality largely of Professor F. D. |] )0 continued onl FN. sips cece ; 
if the 7 f 1c agency would be put . . mtinued onl vVhnile imsured was 
‘ 1¢ profits of the agency oul ] Davis, educational director, and | H prevented by imjuri t 1 
j ; ! vol he vn ’ reve ) ! es rom e1 wing ’ 
side in a separate fund and the synd Marshall, superintendent of agents, with |“ : , . 
: : - ol any occupation or en oyment tor wage 
ite would participate in it Any agent | the co-operation of the manager ot! € r profit 
. : ; whe r profit 
onnected with the Union Central in branch office In its announcement of this change 
: , , \ further plan of initial instruction], , , 1 4} j 
Chicago c become member otf the . e Travelers emphasized that the cov 
icago can 1 a 
was inaugurated January 1 this vear in - 
— | j on !? icipati . erage 1s Just as complete as it ever was 
syndicate if he so desires articipation | the form of a correspondence yurse : . . : 
rl to | it ‘ yee , | for the man who ts totally disabled 1 
$ t - inimum amoun e an the educational eftor to equip ment ,, 
optiona ihe minimum amo tto b in ; 7 ( ot a uy that it will offer the company an oppor 
n } ; : t 1 num t < ntellige cid wort is Cee! sO . 
contributed is $10 and the = iximun o do inte = x 3 tunity to put an end to the uving of 
he ; t ] » " Ss *sstu ) r ti ntir per ( rt ¢ A 
31,000 The participation will depend | successtul ove yA gps ape ate this | accident insurance for speculative pur 
the amount of the original contribu ompany s experience Ww : | poses 
: , , | 
‘ "| 1 turther stet quiring at teast the mas , , ' 
and the production of the individual | 'urthe - re son we The change made bv the Traveler 
} o v3] lye ate tering rt ne corresponacnce cours : 
1 year. The syndicate will be 1 ering 1 ; ae ; , | applies to the following forms Maxi 
require vetore a contra Is prover 
rporated requi mum Leader Accident Disable 
The general agency will continue with ment and Dismemberment Accumu 
Ml Dav alone, but 40 percent of the ng of the new ofhces | lative Accident.” “Incomparable Disabil 
‘fits will be transferred each year to Each month thereafter some 15,000 ty.” “Leader General Disabilitv” and 
t syndicate \ committee has been sent out to additional | “General Income Disability.” 
’ nd erscannet | 
yointed consisting of Paul Dalwig and Oo am vicin Loxx Ratio Has B High 
—F } r rents and for- t the quarter nd toa | : ape 
Harold Allen, who are agen ind t ! | The writing of disability insurance 
er attorneys, Statistician Henry ¢ | appointed business jhas been a onstant battle to furnis 
Gates and Cashier * Folker, who are ern conveniences | eqauat rotectiotr ‘ the | , ' 
: ‘ otectix oO ume 
» draw up the . The fiscal vear A telegram from President John D. |; . a +] - 
: : . , : : egitimate claimant wit! it opel rt ‘ 
ll run from Feb 1, and will be retro- | Sage of the company was read at the | eae mart 1 , 
. < : \\ ‘ ce t irawus i pect 
ve to Feb. 1 of this year, when Mr luncheot 1 which he ex sed ee , , 
“tee oar , n on the art of uns " 1s 
¢ harg r ; ec in thia | des tha = 
) ook charge M Day ees 1 ence that the agency .v ‘ . - f insurance Whil e volume f 
» 5 : e wnt Non ’ rs n lin nont t 
i in incentive ‘ mitv and 1 ) ( ! a mK I 1 a : mm eles ability , : ame 
’ that can not be gotte1 1 iny ther reak i j ' ] lat 
' "| ‘ ncreasing ] \ ‘ ‘ ‘ 
| has isi oO very man In At the luncheon Mr. Day said that lh . 
\ ric Ne ivi l = ‘ een P we 
: : : is not b S ‘ 
ency working 1 nison, carrying | had been impregnated with t t “sag 
e } 1 j } - 1 MK irty ist yea 1 nut ‘ ‘ 
definite objects a ve definite nes tive idea since he was a Il | s . 
¢ , | cs 1 | t it i ton ‘ i)s t we ‘ 
e members ¢ the svndicat | ti vears of age At that tim S tathe , ' , , , 
eo a : ’ mid Nneavilv to ccd t s t 
ranv ’ vilit is to expense or < t id he that TT © wd get ‘ na \ I ' 
sieite Ene thiennell He had wed a sects ri ivel e le ri 
Will Realize Handsome Profit . - : iccident insurance "TT ‘ wctice 
noney and after rmist it for . , a 
\ ‘ ‘ 1 j } } ive iuways ee! caretully considered 
\f Da points out the t a i field of ¢ leavor ind t t . 
} 1 } 1 ‘ me long experience ' thy ' 
nt in this syndicate will lb ) irchase a restaurant at Tucs \riz . 7~ 
my ' ess, this new imMmnounceme ‘1 eli ed 
} es 1 t rea ‘ I The de sion OWEVE to 1T ise Wa : - : 
its well worth w le Phere rel relaved until he coul nd ut whether 2 = ; Precis - Me. 
nt sawrard ans 
igents the or I ith Since | the restaurant had number patrot ack towa 1 e ¢ erva ‘ 
' ! 2 ‘ ™ na ] , " ‘ 
ir. Dav took charge he has added about | He volunteered therefore t as thes M7 eager 
’ He hones to have 100 full-time rents | cashier for three d S \ re 1 er ac Cre ‘ e ‘ ence \ 
1 1 1 ' thre ist tew ve S " heen ft yrroade 
\ ifter the first of the vear His oft patrons showed up with meal t ets . : 
rective s 900 agents He ‘ move that only rd two or thre I meals H1Ene - ‘ . : 
to new offices in the Bankers building | left Mr. Dav concluded that he d mderwriters ‘ ‘ t i 
latter part August where sp 1} found a very desir estment a! ; ry | 
lities will « irr ged for the n st e deal closed Lat H i . ue NI . . 
ttective work ‘ the igency The tained that the owners the restaurant aNSCHe us ! spectla ‘ , ‘ 
vency auditorium will seat 225 It l id given out free t ket oa I Vv . ent surance 
‘ 1 ? +} 1d ‘* , ‘ tal 
pen to any group of insurance pe rte eople as ev could eve F ke 
the citv or to any tenant in the build- vy meals during the time Mr. Day | board free until ‘ t nother job 
re ree of charge Mr Davy will Is was icti Z s cash After stru ring | e new coor it mwhers irred 1 
inge to have a thoroughly modern ong for a few months, and seeing that | from free meals after one day Mr. Da 
nsurance reference library There | the enterprise was hopeless, Mr. Day | then said that the cooperative bug got 
' be stenographers mechanical vr called n the few people that he had his system, but he concluded that he 
es and other < s for the igents orking for him and told thet about \ ild never give nvt ne away to i 
Mr. Day rranging to have 70,000 in the great opportunity for a erative | ther a cooperative enterprise thereafter 
tations go out trom t head office enterprise He vave the tire tau He stated that m ri gw the coopera 
nnati to people in Chicago inviting | rant The deal s closed th the ur tive age he was only contribut 10 
t ” present at the formal oper cerstanding that e was } ercent the profits 
| 
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REACTIONS TO SALARY 
DEDUCTION PLAN VARY 


Some General Agents Enthusiastic 
—Others Greatly Disappointed 
With Results 


SYSTEM IS COMPLICATED 


Most Office Heads Agree That Co- 
operation of Employer Is Essen- 
tial to Production of Business 
NEW YORK 


July 7 Salary deduc 


tion or salary savings insurance has 
aroused reactions in the minds of general 
agents here ranging all the way from 
genuine enthusiasm to even more genu 
ine and general disappointment hie 
int of view ot the disappointed is well 
expressed by a leading general awe 
\\ » declared that tive scheme look 
uc better on paper than in the figure 


results in practice 


this 
tirst 


tude, general 


when he 


ning ms att 


agent said that heard ot 


salary savings imsurance and his com 
iny decided to writ t he was all en 
thusiasm and thought it a tine idea rh 
theory of it seemed perfect But the 
theulties t selling the plan unites 
with the amount of time and money re 
lire to administer it and keep it op 
cTating properly he said oon discour 
ed him lt is opinion the great 
uble with salary deduction insurance: 





that it involves too mu red tap 
cl can hardly he eliminated on a 
nt t the nature ol the business 
e red tape eats up the time a 
ey both of the general agent and th 
inv, and brings very little in re 
turn, either directly or indirectly He 
lid grant however, as many other 
ve that the lary i! plan d 
I 1 gzood I ( irequ t is i 
( ng wedge for the ile o tandar 
I of imsurance m the usual way 


Small Direet or Indireet Keturns 


\s an illustration of 1 egligible re 
in | | ilary a\ field i 
t ‘ » neral awyet t i t t ‘ ciet Is y! 
i « ( Ww“ atl itte! t wa thiacde 
t » su i plan in the ftic 
~f the large banks here First 
the othcer f the bank were thor 
\ Id n the idea, a necessary 
( ninary to any uccess with salary 
d t ! lal Dh ofhecers en if 
ed the emploves both orally and 
ted liy ‘ ed in pay envel ye 
take ad ntawe of tiv scheme The 
gency carried on an intensive campaigi 
me then ail circularization, and 
then prepare to reap the harvest Out 
e than 750 emploves only 1 
bed to the plan After several 
renuous but vain efforts to get more 
lan wa ibandoned (One reasol 
r this nd similar failures according to 
general agent, was the fact that so 
y office employe ire young wome! 
vith no dependents who prefer, perhaps 
te naturally, to spend their small sur 
luses fron their wawes tor silk stock 


(CONTINUED ON PAGE 10) 
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OPTIONAL SETTLEMENTS 
ARE GROWING IN FAVOR 


DEVELOPMENT PHENOMENAL 


Public Seems to Be Awakening to 


Opportunities to Guarantee Use 
of Insurance as Intended 


Wendell M. Strong, associate actuary 
of the Mutual Life of New York, pre- 
sented a paper at the International Con- 


gress of Actuaries held in London last 
week on “Optional Modes of Settlement 
of Life Insurance Policies.” He said 


that these optional settlements are now 
being used more and more by the in- 
sured to provide incomes for the benefi- 


ciary, the increase in their use being so 
rapid as to be almost startling. He said 
that it might seem as if the insuring 
public had just discovered the methods 
of settlement. Although 1907 marked 
the adoption of the provision for op- 
tional modes of settlement as a standard 
part of policy contracts, the insuring 
public did not begin to take much ad- 
vantage of these options until at least 
a decade later. 


Rapid Development Shown 


How little they were availed of until 
recently and how rapid has been the in- 
crease in their use since then is illus- 
trated by the fact that in 1919 the elec- 
tions of such optional settlements in the 
Mutual Life of New York were about 
6 percent of what they are in 1927. Mr. 
Strong said that inquiries to other com- 


panies had shown that in most cases 
the increase has been of a similar de- 
gree. This increase is continuing in 


most companies, although with the very 
much larger amounts involved the per- 
centage of increase is not so great. Mr. 
Strong said that it would seem that the 
companies have not reached the maxi- 
mum in the use of settlement options, 
or even a point where their increase will 
only keep pace with the increase in the 
insurance itself. 
Large Amounts Involved 


There is still great variation from one 
company to another as to the relative 
extent to which modes of settlement are 
now being elected. This is due appar- 
ently in a large measure to the extent 
to which agents call the attention of 
the insured to the opportunities offered. 
The total amounts on which elections 
are made, however, are very large. For 
instance, in the Mutual Life elections on 
old and new insurance together are 
being made at the rate of over $60,000,- 


000 a year, which is more than 10 per- 
cent of the amount of new insurance 
issued. Inquiries to other companies 
showed that some have a larger per- 
centage and some a smaller. While 
accurate statistics are lacking, Mr. 


Strong said that the conclusion can be 
drawn that the aggregate is great, run- 
ning as a total for all companies into 
many hundred millions of dollars a year, 
and that the maximum has not yet been 
reached. 

Insures the Insurance 


The various modes of settlement 
serve a great need. The usual purpose 
for which life insurance is taken is pro- 
tection for wife and children of the in- 


sured in case of his death. The in- 
surance is to provide money for this 
protection, but formerly no one sate- 


guarded the money so that this purpose 
might be accomplished. Now the insur- 
ance company itself undertakes this by 
one of the optional modes of settlement. 
In this way the company not only in- 
sures the life of the insured, but also 
insures that the money will be used for 
the beneficiary as intended. This is 
often of just as great importance as the 
original life insurance. The protection 
of life insurance is complete only if the 
insurance money is paid out year by 
year to insure a living income. 

This extension of life insurance has 
also extended its clientele. A man may 





THE NATIONAL 


POLICY HOLDERS EAGER FOR 
INSURANCE TO DECREASE 


SEEK SAFETY FUND DIVISION 


Unusual Situation Presented by Special 
Department of Hartford Life— 
Would Speed the End 


HARTFORD, July 7.—The unusual 
situation in which the policyholders and 
officials of an insurance company look 
with much satisfaction upon a decrease, 
rather than an increase, in the business 
in force, is presented in the case of the 
Hartford Life, the annual statement of 
which has just been published by the 
Connecticut department. 

The “safety fund” policyholders of 
the company are patiently waiting for 
the distribution of the safety fund of 
$1,000,000. When the amount of insur- 
ance in force declines to where it is 
equal to the amount of the fund, each 
policy will be paid at its face value, in 
accordance with a decision of the su- 
preme court of Connecticut. 

The amount of insurance in force in 
the men’s division of the safety fund, 
established in 1880, was $2,462,500 at the 
end of last vear, a reduction of $377,500 
from the previous year. The number of 
policyholders was reduced from 1,582 to 
1,376. 


History of the Plan 
The policies of the safety fund de- 
partment were on an assessment basis. 


Each contract provided for the payment 
of $10, to be deposited under a trustee's 
agreement toward the creation of a 
safety fund. The plan became very pop- 


ular and in 1882 the company estab- 
lished a women’s division of the safety 
fund department. The amount of the 
safety fund in this division was fixed at 


$250,000. The limit of $1,000,000 in the 
men’s division was reached in 1893, al- 
though the limit in the women’s division 
was never reached. 


Couldn't Reinsure Policies 


The company ceased issuing safety 
fund policies in 1899, In 1913 the stock 
control of the company was sold. It 


then reinsured all of its non-participat- 
ing business in the Missouri State Life 
and ceased writing business. The safety 
fund business could not be reinsured, 
inasmuch as there was no reserve, ex- 
cept the safety fund, which was trusteed 
and could not be touched. 

A few years after the company ceased 
writing new policies on this plan, the 
increasing age of the surviving mem- 
bers brought about the result which 
should have been expected. Deaths be- 
came more frequent and the surviving 
members became fewer. 


Survivors Decide to “Stick” 

this caused an increase in 
assessments. High assessments caused 
high lapsation, which in turn made the 
assessments of the remaining members 
still higher. The point has now been 
reached, however, where the amount of 
insurance in force is coming approxi- 
mately close to the amount of the 
safety fund. Lapses are now much 
fewer and the insurance in force is de- 
creasing at a very slow rate. Most of 
those members who have kept up their 
insurance thus far evidently have de- 
cided to remain with the company until 
the distribution of the safety fund. 


Naturally 


be wealthy and have his affairs in such 
condition that there would be no object 
merely in adding to the money he could 
leave to his family. He might, how- 
ever, have doubt as to their ability to 
manage or hold on to the money. In 
such a case, some form of income in- 
surance which will care for the benefi- 
ciary year by year as long as she lives 
has a distinct attraction. 





UNDERWRITER 


SUGGESTION MADE FOR 
PROPOSED ORGANIZATION 


USE PRESENT MACHINERY 


Industrial Insurers Conference Might 
Be Employed as the Basis for the 
Larger Association 


the Indus- 
which until 
as the Southern 


Some of the members of 
trial Insurers’ Conference, 
last year was known 
Industrial Insurers’ Conference, who 
have been receiving letters inviting 
them to become charter members of the 
new organization of industrial writing 
companies, are questioning whether the 
present conference to which they belong 
may not form the foundation for the 
new organization. The Industrial In- 
surers’ Conference is already national in 
scope, having changed its name last 
year in order to conform to its national 
character. This conference has for its 
purpose concideration of problems 
of the man on the debit, both from the 
agent’s viewpoint and from the view- 
point of the company. These are funda- 
mentally the purposes of the organiza- 
tion which is now being projected. 


the 


Weould Have Group Sections 


Those who consider that the 
Industrial Insurers’ Conference might 
furnish the foundation for the new or- 
ganization would have the special prob- 
lems of the accident and health writing 
companies to be considered in a group 
section and special ems of those 
writing life insurance to be considered 
in another group section. Today, how- 
ever, particularly among members of the 
Industrial Insurers’ Conference, there 
are few companies not writing both dis- 
ability and life insurance. In fact the 
major interests of the strongest members 
of that conference are now centered on 
life insurance rather than accident and 
health insurance. 

Secause the old organization and the 
projected organization have the same 
objects in view, because of the multi- 
plicity of present insurance organiza- 
tions and the expense involved in at- 
tending them and because the Indus- 
trial Insurers’ Conference is already ex- 
isting, it is considered probable that the 
special committee, named at Hartford 
to start a new organization on its way, 
may be invited to confer at least with 
the Industrial Insurers’ Conference to 
consider a plan which would avoid plac- 
ing two organizations of similar nature 
in the insurance business. 


present 


prol 


John Hancock Mortgage Loans 


New farm and city mortgage loans 
accepted by the John Hancock Mutual 
Life during June, 1927, totaled $2,779 
115, to vield an average rate of 5.59 
percent. During the six months up to 
June 30, loans were accepted totaling 
$23,784,457, with an average interest 
yield of 5.53 percent. 

Of this six months’ total 
is secured by 2,144 farm properties, 
yielding an average interest of 5.30 per- 
cent and $10,314,328 on 849 city proper- 
ties, vielding interest of 5.78 percent. 
The city applications for the six months 
include 474 dwelling houses and 106 
apartment buildings housing in all 2,030 
families. 


$13,470,129 





Analyzes Ages of Issue 

Analysis of the ages at which policies 
in the Equitable Life of New York are 
purchased shows that 51.25 percent of 
all policies are issued between the ages 
30 and 49 inclusive. The analysis shows 
further that 67 percent of all the policies 
issued are applied for between the ages 
of 25 and 49 inclusive. Of the total 
amount of insurance applied for, 62.7 
percent is taken between the ages of 30 
and 49 inclusive and 76.15 percent from 
ages 25 to 49 inclusive. 





July 8, 1927 
HOME LIFE’S AGENTS 
IN ANNUAL MEETING 


CONVENTION HELD IN DETROIT 
President Low Recounts Progress Made 
in 1926—Educational Addresses 
Made by Other Officers 


The Home Life of New York held 
its agency convention in Detroit re- 
cently. It was attended by those men 


“ ho qualified for the honor roll in 1926. 
‘resident Ethelbert Ide Low outlined 
the standing and position of the com- 
pany, and told of its progress in the 
last 12 months. James A. Fulton, super- 
intendent of agents, talked on “Increas- 
ing Production by Better Working 
Methods,” and outlined a definite work- 
ing plan for the accumulation of pros- 
pects and the systematic following up 
of those prospects. Dr. C. F. S. Whit- 
ney, associate medical director, talked on 
“Increasing Production by Better Se- 
lection.” The correspondence course 
for new representatives was announced 
and discussed by R. C. Ellis of the 
agency department under the heading 
“Producing More by Knowing More.’ 


A question box entitled “Ask Me An- 
other” was conducted by W. J. Cam- 
eron, actuary. 


Old-Timers Present 


A banquet was held in the evening 
of the first day in honor of the honor 
roll representatives. There were pres- 
ent at this banquet three men whose 
period of service in the company to- 
talled 120 years. W. A. R. Brueh!l of 
Cincinnati 1s the senior member of W. 


A. R. Bruehl & Son, general agents for 
the company there. This firm repre- 
sents the third generation in the service 


of the company since Mr. Bruehl’s father 
became general agent for the company 
in 1861. 

William Van Sickle, general agent at 
Detroit, entered the ranks as an office 
boy, was later made cashier, and finally 
manager for Michigan. He has been 
one of the company’s most successful 
general agents and since 1919 has been 
a member of its board of directors. Mr. 
Van Sickle has recently completed his 
40th vear of service. 

Ellis W. Gladwin, 
the company, completed 
35th year of service. Vice-President 
Gladwin presented to Messrs. Bruehl 
and Van Sickle, on behalf of the officers 
and directors of the company, gifts as 
a token of their appreciation of long 
and faithful service. 

Future Work Outlined 


vice-president of 
this vear his 


On the following day an address was 
made on “How Inspections are Made.” 
by E. J. Hyde, junior vice-president of 
the Retail Credit Company, after which 
President. Low and Superintendent of 
Agents Fulton outlined the company’s 
program of expansion and development 
for the coming year. 

There was put in the hands of the 
representatives and general agents and 
managers present a copy of an at- 
tractive booklet entitled “Facing Your 
Future Squarely,” which has been pre- 
pared for use in presenting the business 
of life insurance to prospective repre- 
sentatives. 





Merchants Life Big Drive 


At a meeting of agency supervisors 
of the Merchants Life of Iowa in Des 
Moines Saturday, $2,000,000 of new 
business and 400 new agents were 
pledged for July in compliment to 
President William A. Watts. Twenty 
supervisors from the 11 states in which 


the company is now concentrating were 


present. In June 263 new agents were 
appointed. 
W. E. Bilheimer, new vice-president 


and H. E. Jackson, 
were in charge 
also managing 
honor of the 


and sales manager, 
assistant sales manager, 
of the meeting and are 
the drive for business in 
president. 
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PLANS ADOPTED FOR 
PROTECTING COMPANIES 


Some Restrict Profits So That 
Stock Will Not Become 
Speculative 


BIG ONES MUTUALIZED 


Recent Tendencies Indicate a Desire to 
Follow a Course Best Suited to the 
Policyholders 





and instructive to 


pursued by 


It is interesting 
various 


note the methods 


ompanies to protect themselves against 
their 


onslaught and to integ- 


The effort of professional brokers 


preserve 


rity 
roaming through the territory to get 
control of companies, not for the pur- 


ose of managing them but for specula- 
tion, has caused some companies to trus- 
tee their stock or to arrange for the con- 
trol so that the management need not be 
The submitted to 
policvholders for the reorganization ol 
the Northwestern National Life is an in- 
teresting development to who 
study the fundamental principles of com- 
‘any organization and management. In 
he announcement, reason for the 
proposed change in the charter 1s 

“With the policyholders owning 
shares in the company they will exercise 
a closer supervision over its affairs. It 
is a well known fact that policyholders 
metings are seldom well attended. 
Stockholders meetings are usually well 
attended.” 


listurbed. plan 


those 


one 


Big Companies Mutualized 


great 
was 


\ few years ago some of the 
stock companies concluded thi‘ it 
for the best interests of the policyhold- 
ers to mutualize. Undoubtedly the step 
taken by the Equitable Life of New 
York, Metropolitan ‘Life and Prudential 
were most desirable. The stock control 
there became a real danger. It was con- 
sidered an excellent purchase for the 
policyholders of the Equitable to pay 
about $2,800,000 for the $100,000 capital 
stock of that company. It was deemed 


to be worth while when $6,000,000 was 
paid for the retirement of a $2,000,000 
capital of the Metropolitan. For the 


Prudential $2,000,000 capital some $9,- 
100,000 has been or will be paid for its 
retirement. The mutualization of these 
companies then showed a marked trend 
toward the preponderance of institutions 
without capital stock. Yet the organiza- 
tion of stock companies continues. The 
results do not justify the conclusion that 
there is any magic in either the stock 
or mutual plan. The best interests of 
policyholders and the company at large 
must govern which system is best in in- 
dividual cases 
Plan of the Oregon Life 


It is interesting to study the charter 
provisions of some of the companies, 


1use they have endeavored to minimize 





as far as possible the speculative ten 
dencies in capital stock and have placed 
ther limitations on the company so 


that the policvholders are well protected 


Take the Oregon Life for example. Its 
dividends are restricted to 7 percent. All 
earnings above 7 percent go to the 


policvholders. The charter provides that 
anv time after five vears, from March 1, 


1906, the guarantee fund can be pur- 
hased at par and the company be 
mutualized. The par value of the 


shares is $1,000 each and no person can 
own more than two shares 
Project of Two Columbus Companies 
Two Columbus, O., companies, the 
Columbus Mutual Life and the Midland 
(CONTINUED ON PAGE 10) 





LIFE 


DAVID F. HOUSTON NOW 
HEADS THE MUTUAL LIFE 


CHARLES A. PEABODY QUITS 


New Executive Chief Served With Dis- 
tinction in the Cabinet of President 
Woodrow Wilson 


Following the resignation of Charles 
A. Peabody, president of the Mutual 
Life of New York, David Franklin 
Houston, formerly Secretary of the 
rreasury in the cabinet of President 


president 
x 
ie 


Wilson, was chosen 


W oodrow 
He is now financial vice-president ot 
American Telephone & Telegraph Com 
pany and president of the Bell 
phone Securities Company Mr 
body's resignation was presented at the 


monthly meeting of the trustees. At 
the same meeting Mr. Houston was 
elected in his place. 

The trustees of the Mutual Life 
adopted a resolution of appreciat y! 
Mr. Peabody's able service He is in 
his 79th vear and had contemplated re 
tirement from active business some time 
ago In fact, he had notified the board 
to select his successor Mr Peabody 


served as honorary chairman the 


Association of Life Insurance Presi 
dents at its meeting in December and 


was present at one of the sessions 
Mr. Houston's Career 

Mr. Houston will assume his new 
duties Sept. 1 He was Secretary of 
Agriculture in the cabinet President 
Wilson and then became Secretary of 
the Treasury in March, 1920 He 
served as chairman of the federal re 
serve and farm loan board He is a 
director of the New York Telephone 


Company, Southwestern Bell Telephone 
Company, Prudential, Farmers Loan & 
Trust Company and trustee of the In 
stitute of Economics at Washington 


Mr Peabody was graduated at 
Columbia in the class of 1869 and later 
at the Columbia law school He was 
admitted to the bar in 1871 He be 
came president of the Mutual Life in 
December, 1905, following the Arm 


strong investigation. Mr. Peabody has 
always been essentially a financial man 
He served as director of many corpora 


tions 


Mr. Houston's Career 


Mr. Houston was born in Monroe, 
N. C., and graduated from Harvard in 
1892. He served as tutor in ancient 
languages in the South Carolina Col- 
lege, superintendent of the city schools 
at Spartanburg, S. C.; associate pro- 
fessor of political science and dean of 


INSURANCE 


EDITION 


ALABAMA COMPANIES 
EFFECTING A MERGER 


WILL GIVE MORE MOMENTUM 


Alabama National Life and Protective 
Life, Both of Birmingham, Are 
Joining Their Forces 


and \labama 
Birminghar 
have cor 
Ex-Gover 
president of the Pro 
becomes chairman of the 
S. F. Clabaugh, president of 


Phe Protective Life 
National Life, both of 
Ala.. are to merge Chey 
msurance $57,000,000, 
nor E. D 


ive Lite 
l 








l 


I 
CiIAS, 


poar©r¢ ant 





the Alabama National, will head the 
combined company The merger is 
effective Aug. 1 The Protective Life 
has assets $3,391,486, capital $400,000, 
net surplus $312,678, total income last 
vear $1,173,658, disbursements $859,27 
insurance in force $32,549,324 It wrote 
in new business last year $10,613,664 
It started in business Sept. 16, 1907 


Governor Jelks organized the company 


Ben W Lacy, second vice-president, 


has been in insurance since leaving the 
University of Richmond in 1901, He 
went to the actuarial department of the 
, Life Insurance Company of rginia 
then the Atlantic Life and then the Pro 
tective Governor Jelks 1s the dominat 
ing force in the company 
Assets Are 82,279,037 

Phe Alabama National has issets 
$2,279,937, capital $300,000, net surplus 
$171,021, total income last vear $702,254, 
total disbursements $455,764 It was 


organized as the Great Southern Life, 


starting in business in April, 1908 It 
changed to its present name in 1921 
President Clabaugh is the big man in 
the company and has made a real suc- 
cess Last year its new business was 
$7,941,408 and it has insurance in torce 
ot $18,554,090 

The merged company will take the 
name of the Protective Life The com 


bined company will have capital $1,000, 
000, net surplus $500,000, assets $7,000,- 
the Ameri 


percent basis 


will be on 


halt 


i€ 
000 Its reserves 


can three and one 


Agency Is Organized 


Benjamin T. Leppard has organized 


an agency of the Minnesota Mutual 
Life at Greenville, S. ( 
the faculty of the University of Texas, 


president of the Agricultural & Mechan- 
ical College of Texas, president of the 
University of Texas, and finally chan 
cellor of Washington University at St. 
Louis, 1908-1916 


MUTUAL LIFE NEW AND RETIRING HEADS 





CHARLES A, PEABODY 
Retiring President Mutual 


Life 





HOUSTON 
President Mutual Life of N. Y. 


DAVID F. 
New 


EQUITABLE OF IOWA 
COMMENTS ON LOANS 


Farm Mortgage Situation Covered 
in Careful Analysis of Agri- 


cultural Conditions 
OPTIMISTIC VIEW TAKEN 


That Has 
Money to Pay Its Way and That 


Farming Situation Is Good 


Company Reports Iowa 


Equitable of Iowa, which is a be 


ever if 





farm mortgages as assets tor 
te companies, regardless of the strenu- 
ous times the companies have had since 
the war, has this comment to make on 
the subject 
lowa has received much _ publicity 
curing the past few years which has 
created the impression that the state 
s inkrupt his impression has been 
the result of a political barrage which 
has taken on a national spect and col 
ored current national political questions. 
Facts Are Set Forth 
No doubt many representatives of 
the company are being asked about the 
conditions in lowa, and for that reason 
we are commenting upon the situation 


here, which is in keeping with the spirit 
to let th 


of the state to let e rest of the coun 
try know the true facts Che Philadel 
phia ‘Public Ledger’ recently published 
an editorial on the subject \ portion 
of it follows 


Something happened in Cedar Rap 


ids the other day that was as significant 
2s anything done by Iowans in years 
On April 7, representatives of 15 of the 
leading daily newspapers in Iowa met 
and voted to expend a fund of $50,000 


This will be used in telling the east and 
the rest of the nation that lowa is not 
going over the hills to the poorhouse. 
American manufacturers, with goods to 


sell, will be told that Iowa is a great 

market and has the cash with which to 

pay It was announced that “Iowa has 

millions to spend and we are going to 

tell the east that we are not broke.”’ 
lown Has Resources 

“It is evident the east realizes that 


broke because the editorial 
continues to the state as one 
rich in resources Eastern investors 
have a high regard for lowa. The evi- 
dence is plain when it is understood that 
in the north central states, which 
includes lowa, the aggregate farm mort- 
gages held by life insurance companies 
reporting through the Association of 

Insurance Presidents at the close 
25 was $1,143,920,000, a larger av- 
amount than in any other section 
country and by far the largest 
amount of funds invested in this section, 
are assets of eastern life insurance com- 


lowa is not 


discuss 


west 


erage 
of the 


panies The eastern companies more 
than ever before seem to be desirous 
of investing their funds in farm mort- 


gages in this section of the country 


There was an increase of over $45,- 
000,000 in these farm mortgages in 1925, 
the largest increase in any part of the 
country During the same time there 
was a decrease in other sections of the 

| country Of the total amount invested 
in farm mortgages in this west north 
central section, about one-half is in the 
state of lowa alone The ‘Agricultural 
Year Book’ indicates that there are more 
farm mortgages held by life insurance 
companies in lowa than any other state 


the Lnion 

“As far as the Equitable Life of Iowa 
is concerned, it can be pointed out that 
although we have loaned about $53,500,- 
000 on first mortgages on real estate, 








10 


less than 1 percent of that amount was 
held by the company in farm properties 
which have been acquired by foreclos- 


ure. On these farm properties which 
the company operated in 1926 an ap- 
preciable income was earned above all 
cost of operation and expenses. This 
has been found in figuring the return 
not only on the original loan, but the | 
entire capital investment, including the 
cost of acquiring the properties through 
foreclosure and any repairs made, as 
well as delinquent interest. 
“Furthermore, the company still had 
some products unsold on the first oi 
January, so that the return above re 
ierred to did not show the complete 
net profit on the operation of these 
farms through tenants. These farms are 


in fine condition and the company is not 
selling them, we are confident 
that there is be a steady rise 
in prices. 


because 
going to 


Demand for Farms Exists 


“There is now a demand for farms, 
but it is chiefly from people who are 
trying to buy them as cheap as possible, 
and no doubt there are some institutions 
which do not like to handle such prop- 
erties and are anxious to get rid of them, 
and bargains can be had in certain local- 


ities. Yet the facts are that the prices 
are being held up by the owners ol 
farms. Over one-half of the farms in 


Iowa are free of debt. As a matter of 
fact, the large majority of farmers, in 
spite of low prices, are making a profit. 


Of course, returns are less than they 
were when prices were sky-high, but 
the same thing is true about a lot of 


other kinds of business, and particularly 


in the New England states among the 
factories. 

‘The conditions so far as our own 
assets are concerned are that there is | 
not likely to be a nickel of loss. 

Profit May Be Made 

“On the other hand, there is prob- 
ably a profit to be realized when the 
comparatively few properties we have 
are ultimately sold. 

“We might ask what other business | 


has as small a percentage as 1 percent 
of its investments in a form in which 
there is a question of the values and 
particularly when the values really 
sufficient to avoid a There is 
industry in the world that is 
tial to humanity the food-producing 
industry, and no country that is so cer- 


no 
essen- 


loss. 
sO 


as 


tain of a continued production as the 


rich farm lands of the middle west. 
“When you come to analyze the ac- 


tivities of mankind you can come to 
no other conclusion except that high 
grade farm lands are the soundest per- 
manent basis of value in the world. 
Other industries may disappear because 
of the replacement of different meth- 
ods, such as transportation, or luxuries 
or utilities of any kind. But food is a 
fundamental need of humanity and the 


are bound to be 


produce it 
to generation.” 


generation 


that 
from 


farms 
utilized 


PLANS ADOPTED FOR 
PROTECTING COMPANIES 


(CONTINUED FROM PAGE 9) 


Mutual have 
terest. The 


charter restrictions of in- 
Midland Mutual recently 
voted to place all its outstanding polli- 
cies on a participating basis. Its charter 
limits the amount of captal which may 


be issued to $300,000. It limits the divi- 
dends to stockholders at 10 percent. 
The Columbus Mutual Life has a similar 
dividend restriction, but does not limit 
the capital to any amount All surplus 
earnings over and above these dividends 
belong to the holders of participating 
policies. This is the course followed by 
both companies. The Midland Mutual 
provides that the company may be 
mutualized by the retirement of the 


stock at $200 for each $100 share 
Prohibit Stock Dividends 
These charter provisions in effect 


are | 


| of 
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REPORT OF COMPANIES ON NEW BUSINESS | 


FOR FIRST SIX MONTHS OF CURRENT YEAR | 








UNDERWRITER. the companies 

have sent in their reports on new pai? 
for business for the first six months of 
1927, together with the new business 
paid tor in the first half of 1926 and the 
in the amount of insurance in 


ie response to the request of THE Na-| force over the figure for Dec. 31, 
TIONAL 





incrcase 


Mutual 
Life, io 
sjankers, 


Acacia 
Atlantic 
American 
Bankers Life, Ia. 
Zankers Life, Neb. ....... 
Bankers National, Colo 
Brooklyn National, N. Y 
Colonial Life, N. C 
Columbus Mutual, 
Connecticut Gene ral jeuantes 
Connecticut Mutual 
Continental American, 
Continental Assurance, 
 " h? ( aaa 
Equitable Life, lowa 
Farmers & Bankers, Kan. 
Farmers & Traders, N. Y 
Farmers Life, Colo. 
Farmers Union Mutual, Ia 
*Federal Life, 
Fidelity Mutual, 
Great American, Kan. ........... 
Great Northern, Wis..... 
Great Southern, Tex. 
Indianapolis Life 
Inter-Southern, Ky. 
La Fayette Life, Ind 
Lamar Life, Miss......... 
Louisiana State Life 
Manhattan Life, N. Y 
Massachusetts Protective 
Mid West Life, Neb 
Missouri State 
Missouri State Life. 
Mutual of Baltimore 
Midland Life, Mo. 
Midland Mutual, 
Montana 
National L. 
New England Mutual 
Northwestern Mutual ‘ 
Northwestern National.. 

I I i ee 
Peoples Life, 
Peoria Life, Tl. 
Phoenix Mutual, 
Pilot Life, 
Provident 
Register Life, 
Reliance Life, Pa. 
Reserve Loan, Ind. 
St. Louis Mutual.. 
Security Mutual, N. 
Springfield Life. 
Standard Life, Pa, 
State Reserve Life, 
Texas Life .... Seman’ 
Union Mutual, “Me. 
United States 
Union Central 
Victory Life, IlL..... 
Victory National, Fla 
Yellowstone National, 


Ohio 


Conn a: 
ae" * ana cnt 
la. 


Wyo. 


*Issued basis 


participating and 


ness belong to the holders of partici- 
pating policies makes the stock unat- 
tractive to anyone who might seek to 
exploit the business. If these restric- 
tions are not sufficient the interests of 
policyholders of the Midland Mutual 


Life are fully protected by the require- 
ment that the stock may be redeemed at 
$200 per share. 

With these limitations exploiters 
would not have any object in seeking to 
get control of such companies. The 
agency organizations of these companies 
have been built about these charter pro- 
visions. The field men feel that the 
companies would not get in the hands 
of professional speculative insurance 
brokers. Many agents would not con- 
tinue under a management which might 
charged with an intention of chang- 
ing the company’s policy Naturally a 
management of such a company is not 
seeking to profit through forcing up the 
value of the stock, increasing dividends 
or declaring stock dividends 

\ company president in commenting 
on the internal mechanism of companies 
made this significant remark. “Opinions 


be 


may differ as to whether policyholders 
will ever take an active part in the 
management of mutual companies and 


as to the relative advantages or disad- 
vantages of mutual or stock control 
However, there should be no difference 
opinion as to the advisability and 
necessity of the life insurance business 


prohibit the issuance of stock dividends. | being conducted primarily in the inter- 


The fact that the 


earnings from both | ests of policyholders and with the pur- 


pla pe pipapiateiaeerire's Ord. 





non-participating busi- | 


1926, 
as shown in the subjoined table. For 
the most part the figures are closely ap- 
proximated, as exact figures in the ma- 
jority of cases are not yet available. Fol- 






































lowing are the reports of companies 
sent in this week: 
New Bus. Pd. New Bus. Pad. Inc. in Ins. 
for, 1927 for, 1926 in Force 
26,250,000 $ 19,930,000 $ 18,440,000 
12 (106.7 18 11,251,838 4,088,965 
11/317,000 8,207,875 2,120,983 
98,000,000 70,036,671 Sa 
7,000,000 6,811,817 3,000, 000 
2,216,065 1,402,196 1,337,652 
2,130,910 1,737,000 1,7: 410 
1,033,000 8,000 
10,567,451 234.0: 56 
116,000,000 51,000,000 
57 1,000 35,200,000 
9,100 3,411,230 
14,900,000 8,159,000 
7,600,000 8,260,000 3,500,000 
44,250,000 41,400,000 26,000,000 
5,485,634 3,900,606 .585,028 
2,500,000 2.5 1,200,000 
743,060 57,632 
1,097,000 690,000 
17,945,561 
27,128,089 
842 000 
246, 
1: ‘611, 166 
’ 2,210,108 
3,518,000 309,000 
5,400,000 335,000 
2,750,000 .500,000 
1,606,848 259,000 
52,918,000 15,760,000 
40,350,000 19,033,000 
59,000,000 38,000,000 17,000,000 
485,899 "5.616.111 590,438 
,500,000 ae lB el 
19 5,500 4,637,310 1, 473,007 
11,555,975 12 2,673,500 900,000 
72,400,000 63,381,109 47. 500, 000 
181,500,000 133° 346,988 109'500,000 
2 22 9,980,362 
1,919,709 
2 a 21, "946, 906 10,606,198 
40. 000,000 41,614,051 18,000,000 
9,19 3.834 9,388,563 2,614,982 
61,000,000 53,669,000 279,000,000 
2,477,647 589,456 
30,245,564 eeeseses 
‘ 16 2,540,672 
3,095,367 
1,000,000 
3 000. "000 300,000 
134: 3.012 006s : 
5,000,000 500,000 
500,000 
f 3 Ysa o00 
96,65 51. 000 $9,500,000 
: 1.361.689 8.148 
2 2900, 000 2,775,798 600, 000 
600,000 600,000 
pose of furnishing the best service con- 
sistent with sound and _ conservative 


management.” 


REACTIONS TO SALARY 
DEDUCTION PLAN VARY 


(CONTINUED FROM PAGE 7) 


ings and ice cream rather than insur- 
ance, 

As a result of its experiences in the 
field, one large company some time ago 
made a ruling that it would establish 
salary deduction plans only in those of- 
fices where at least 75 percent of the 
employes subscribed, setting a minimum 
limit of 10 lives for $30,000. As 50 per- 
cent of the employes is a good average 
in most cases, this company now writes 
little salary savings business. Not long 
ago another large company also set sim- 
ilar but not quite such high limita- 
tions upon its business in the field in 
the interest of home office economy. 
\s was reported at the time, the Bank- 
Life of Iowa gave up the business 
entirely last vear, finding the lapse ratio, 
the bookkeeping cost, etc., too high 
\lthough some companies here do not 
look on salary savings with too friendly 
an eye, it seems that none of them is 
planning to abandon it completely. 


ers 


Possibilities as Pension Scheme 


On the other hand, one or two general 
agents here are much encouraged by 
their results with salary deduction plans 
One declared that in his office its in- 
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crease in the past few years has been 
greater proportionately than the in- 
crease in other lines, stating it as his 
belief that it already has and will in- 
creasingly continue to cut into the group 
business. According to him, salary sav- 
ings insurance, if developed and ex- 


tended, has qualities making it the foun- 
dation of the best and most economical 
pension scheme yet evolved. Asked for 
particulars the agent cited a large con- 
cern here that pays a premium equal to 
that on a $2,500 ordinary on any sort ot 
policy desired by employes undertaking 
to pay at least an equal premium on in- 
surance taken out on the salary deduc- 
tion plan. Under such a system it is 
only a few years before the cash values 
of the two policies, both of which belong 
to the employe and can be carried with 
him wherever he goes, is far in excess 
of the money actually paid in by the 
employe. 
Must Be Sold Right 


The whole trick of selling salary sav- 
ings and keeping it in force, according 
to this general agent, is to start out 
from the first under the right conditions. 
The agent considers it a waste of time 
and refuses to handle any case when 
these conditions are not met 

(1) The employer must be thor- 
oughly sold on the idea that he himself 
is eager to bring the scheme forcefully 
to the attention of his employes. (Inci- 
dentally, the way to sell the employer 
is to show him how he can help his 
employes materially and gain their loy- 
alty without putting out a cent from his 
own pocket.) (2) The employer must 
be willing to allow his employes to be 
canvassed during business hours—not 
before work, after 5 o'clock or at their 
noon hour. He must allow each of them 
at least 15 minutes away from work so 
that they may be talked to without in- 
terruption or distractions of any kind 
(3) The agent must be given space in 
‘a private room where he may freely 
interview each employe. If this is done 
and the employer is thoroughly sold, 
the lapse problem is a long way toward 
solution, arising only with employes 
leaving the concern. Many of these, if 
satisfied with their insurance, will com- 
municate directly with the agency. Em 
ployers in many cases can be prevailed 
on to notify the agency several weeks 
in advance about employes planning to 
leave or those about to be discharged 


sO 


J. M. HOLCOMBE WRITES 
IN “YALE DAILY NEWS” 


Jr... man- 


Holcombe, 
the Life Insurance Sales Re- 
3ureau, was given front-page 
space in the vocational supplement 
the “Yale Daily News” recently for a 
story on the opportunities which life in- 
surance offers a college graduate 

The article is devoted principally to a 


John Marshall 
ager oft 
search 


ot 


survey of the home office departments 
into which a college graduate can fit 
and in which he can obtain a vast fund 
of information on the operation of a 
life insurance company and of business 
organizations generally. Regarding the 


rsa era of a home office man into 
a field man, Mr. Holcombe says: 

“With the advent of various kinds of 
training now given by companies, there 
is emerging in American business a type 
f life insurance salesman who is virtu- 
ally a counselor to his client. Such men 
are the carefully selected and adequatel 
trained representativs of the institution 
of life insurance.” 


Takes Metropolitan Life Post 


Dr. Edgar M. Medlar. professor of 
pathology at the University of Wiscon- 
sin for the past three vears, has ac- 


cepted a position in the research depart 


ment of the Metropolitan Life sanito- 
rium at Mount McGregor, N. Y. He 
has alreadv left Madison for Glens 
Falls, N. Y., where he will make his 
home. Prior to going to the University 
of Wisconsin, Dr. Medlar was acting 


head of the department of pathology at 
the University of lowa for four vears 
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LIFE INSURANCE EDITION 


HE MISSOURI STATE LIFE 

is constantly seeking new ways 
to help its men in the field. We 
recognize that the success of our 
business 1s dependent upon the suc- 
cess of the men who sell. 


How We Help Our Men 





ERE are just a few 
of the new policies | 


we have given our men — 


in the last six months: 


Child's Policies— 
20-Year Payment 
20-Year Endowment 


In addition to practical helps Defered Endowment 
through our Educational, Sales aamaiod 
Research and Publicity Depart- 
ments we are constantly giving our 
men new policies, new types of insur- 
ance, new selling ideas. Training is 
essential; sales facts and literature 
are necessary, and publicity is a val- 
uable asset—but the man who, i” 
addition to all of these, has a real 
policy to sell, a real idea to present 
is the man who finds both pleasure 
and profit in his job. 


Missouri State Life Insurance Company 


HOME OFFICE 
ST. LOUIS 


Home Purchaser's Policy 


Modified Life— 
Plans Nos. 1 and 2 


Sterling Accident Policy 
Pays $1,000—$100 monthly. 
Sells for $10.00. 


and with these we offer all the 
regular standard forms — more 


than fifty different types. 


Perhaps you would like to 
know something more about one 


—about 


our plan for helping our men? 


or more of these policies 


We'll be glad to hear from you 
—your request will be treated in 
confidence and you entail no ob- 


ligation in writing. 











M. E. SINGLETON 
President 


A Great Company Daily Growing Greater 





MISSOURI STATE LIFE INSURANCE COMPANY, 
Saint Louis, Missouri. 
Please tell me about your Agency plan and send me information about the policies checked. 
[_] Child’s Policies—20 Year Payment [}] Home Purchaser’ s Policy 
20 Year Endowment [ ]) Modified Life—Plans 1 and 2 
[_] Deferred Endowment—Educational Policy [-] Sterling Accident Policy 
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AGRICULTURE DOING 
GRATIFYING COMEBACK 





BUSINESS REVIVAL 


IS SEEN 


Returns from the Northwestern National 
Life from the Agricultural Sec- 
tions Are Encouraging 


Recovery of the agricultural north- 


west is indicated in the figures of the 
Northwestern National Life in Minne- 
sota and North Dakota during June. The 
new business was double the average 
monthly volume. In Minnesota the 
White & Odell Agency produced $2,- 
418,715 and in North Dakota the A. W. 
Crary Agency produced $882,000 in 
June. 


The first six months of the year ended 
in a blaze of glory for the Northwestern 
National Life of Minneapolis, the June 
business being $6,295,407, as compared 


with $5,473,475 for June, 1926, a gain of 
$820,922. This was the largest June in 
the history of the company. : 

The record for the first six months is 


also satisfactory, 
$27,554,580, as 


the new business being 
against $25,188,212 in 


1926—a gain of $2,366,338, or 9.4 per- 
cent. Another feature of the closing 
day of June was the ratification by the 


policyholders by an overwhelming vote 
of the resolutions authorizing the 
change to a stock and mutual company 
thus making the company eligible to do 
a non-participating business. 


SALES RESEARCH BUREAU 
COMPLETES FIELD STUDY 


HARTFORD, July 6.—The Life In- 
surance Sales Research Bureau has just 
completed a field investigation into the 
methods by which managers and gen- 
eral agents are attempting to conserve 
business. The bureau's findings will be 
incorporated in volume V of the Man- 
ager’s Manual, which is to be published 


early in the fall. 

The survey was conducted by Stan- 
ley G. Dickinson, a member of the bu- 
reau staff, who has just returned to 


Hartford after traveling 4,000 miles and 


visiting 11 key cities. The cities on his 
itinerary represented a wide range of 
operating conditions In addition to 


visiting a large number of managers in 
their individual offices, Mr. Dickinson, 
taking conservation as his topic, con- 
ducted round table discussions in eight 
cities, Omaha, Neb., Fargo, N. D., St. 
Paul, Toledo, Cleveland, Toronto and 
suffalo. The discussions had an aver- 
age attendance of 24. While in Toronto 
he attended the spring conference of 
the bureau held at that city. 


Leads Rockwell School Students 


Fred H. Bolhagen of the Cleveland 
agency of the Lincoln National Life has 
the distinction of having written more 
applications during the ten weeks’ train- 
ing course of the Rockwell school than 
any of his fellow students. In addition 
to attending the classes, Mr. Bolhagen 


found time to write 20 applications, an 
average for the period of two applica- 
tions a week 


Michigan Agents’ Meeting 


A number of agents of the National 
Life U. S. A. in Michigan will be guests 
of the company in Chicago next Friday. 
A luncheon will be given and a dinner 
in the evening. Talks will be made by 
President Robert D. Lay, Vice-Presi- 
dents J. J. Mooney and Walter E. 
Webb and Superintendent of Agents L. 
T. Hands. 


Bohm Goes to the Coast 


Julius Bohm, who has been in the life 


insurance business in New York. has 
gone to Los Angeles and will locate 
there permanently, opening a _ general 
agency. 
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MUTUAL LIFE’S NEW PRESIDENT 


The election last week of David F. 
Houston as president of the Mutual 
Life of New York to succeed Charles 
A. Peabody, the 79-year-old veteran who 
has capably guided the destinies of the 
company since 1905, is a case “not 
merely for personal congratulation but 
for general satisfaction in the knowl- 
edge that a large public interest is to be 
in capable hands,” according to an edi- 


torial in the “New York Times,” which 
goes on to Say: 

“It is an old question, ‘What shall 
we do with our ex-presidents?’ No 


satisfactory answer has been given, ex- 
cept as it has been given by the ex- 
presidents themselves. Less interest has 
been taken in the subsequent careers 
of former members of the cabinet. In 
their case, too, if they are men of force 
and character, they find their place and 
make their way. 
served in the cabinet have come to New 
York. It is doubtful if any of them 
ever displayed higher qualities 
and integrity than has _ ex-Secretary 
David F. Houston. After doing other 
financial work of great importance, he 
has just been elected president of the 
Mutual Life Insurance Company of New 


York. It is a great position, which has 
steadily been heightened during recent 
years, when there has been full recov- 


the insurance scandals of 20 
years ago. In the discharge of his new 
executive duties, Mr. Houston may be 
counted upon to exhibit not only grasp 
of detail but penetration of mind, but 
the sense of public obligation which 
ought to go with the important trust 


ery from 


now confided to him. His election is a 
case not merely for personal congrat- 
ulation but for general satisfaction in 


the knowledge that a large public in- 
terest is to be in capable hands.” 

eo 2 @ 
IN LIFE 


STATESMEN INSURANCE 


The question raised by the “New 
York Times” as to the subsequent ca- 
reers of ex-presidents and ex-cabinet 


ministers brings to mind that a few of 
the most prominent national figures in 
recent decades have identified them- 
selves with life insurance 


As is generally known, the first chair- 


man and general manager of the Asso- 
ciation of Life Insurance Presidents, 
formed in 1906 directly after the Arm- 


strong investigation, was Grover Cleve- 


land, who served over a year in that 
capacity during a most critical period 
of life insurance history. As is. still 
more generally known, two ex-presi- 
dential nominees are at this moment 
prominent in life insurance circles 


has never held an official posi- 


While he 


tion with any company, Charles Evans 
Hughes, Republican presidential can- 
didate in 1916, ex-chief justice of the 


United States Supreme Court, ex-Secre- 
tarv of State under Warren Harding 
and President Coolidge. who first came 
to public notice as counsel for the state 


in the Armstrong investigation, has 
many times been retained by several 
leading companies here to try large 


suits involving millions and is today one 
of the most prominent and enthusiastic 
supporters of the institution of life in- 
surance in the country. John W. Davis, 
the Democratic candidate opposed to 
President Coolidge in 1920, ex-ambassa- 


dor to Great Britain and ex-solicitor 
general under Woodrow Wilson, has 
also been called upon frequently by 


the large companies to conduct import- 
ant legal actions and is at present a 
member of the board of directors of 
the Metropolitan Life. 

Aside from David F. Houston, the 
newly elected president of the Mutual 
Life of New York, the only other ex- 
cabinet officer to be chosen as head of a 
life company was Paul Morton, a Secre- 
tary of the Navy under President Roose- 
velt, who was elected in 1905 to succeed 
President James W. Alexander of the 
Equitable Life of New York. At the 


AS SEEN FROM NEW YORK 


BY G. F. WILLISON 
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Several men who have |; 


of vigor | 


|man of the Bookstaver agency 


| had been writing $1,000 


| cally 











election Mr. Morton was 
the famous Chauncey M. 
United States senator 
from this state, who for years was a 
director of the company. Another 
member of President Wilson’s cabinet, 
Franklin P. Lane, his Secretary of the 
Interior, was one of the directors of 
the Metropolitan Life before his death. 
On the other hand, two outstanding 
men proceeded in the opposite direction 
from life insurance to the management 
of national affairs. John F. Dryden, 
the organizer and one of the first presi- 
dents of the Prudential, was elected by 
New Jersey as a United States Sena- 
tor, while Morgan G. Bulkeley, the 
president of the Aetna Life from 1879 
to 1922, when he died in his 85th year, 
served Connecticut in the same capac- 
ity. 


time of his 
sponsored by 
Depew, former 


= * = 
LIMITATION LED TO SUCCESS 
“It is rather curious that what I be- 
lieved would be my ruination turned out 
to be a money-making proposition and 
my greatest asset,” said Nathan Glanz- 
here of 
the Travelers when asked to explain the 
reasons for his success in leading that 
organization of more than 500 agents 
in number of applications submitted 
last vear. By reason of that record and 
his paid- for production volume he has 
been chosen as one of the guest-dele- 


gates to be sent by the agency to the 
International Life Underwriters Con- 
vention at Memphis in October. “I at- 


tribute my success,” he explained, “to 
the ruling of the company to issue Dis- 
ability A (waiver of premium and $10 
monthly per $1,000) on no policies but 
those of $5,000 or more. When I heard 
that, I thought my days as an insurance 
man were over, at least so far as the 
Travelers was concerned. But in talk- 
ing to Mr. Bookstaver about it, he de- 
clared it would only increase my pro- 
duction, pointing out that whereas I 
and $2,000 poli- 
cies, I would now have to write larger 
amounts. And I have. I have practi- 
trebled by production. And what 
is more, I write business with less ef- 
fort.” 
* * * 
“THERE WAS NO INSURANCE” 


The public in general and the life in- 
surance world in particular owes a debt 
of gratitude to the anonymous reporter 
of the “World” who thus reported in 
a front page story one of the grimmest 
tragedies of the vear here last week at 
Whitestone, a suburb, where a voung 
widow, reduced to poverty and fearing 
separation from her five small children, 
turned on the gas and killed both them 
and _ herself. 

‘Theodore Freeman had little diff- 
culty earning a comfortable income 
His wife, Marie, took it as a matter of 
course. There was enough for the nice 
things of life. The five children, from 
James, two, to Theodore, jr., eleven, 
were well dressed. The home was 
pleasant. The family luxuries ranged 
from a radio set to an eight-cylinder 
car. 

“And 
tion of security, 
a thunderclap three 
trolley car and an automobile collided 
at Woodside one night. It was a para- 
graph for the newspapers—and the end 
of the world for a frightened family in 
Whitestone. 

“Freeman, a stock salesman for a 
Wall Street firm, lived long enough to 
spend $2,000 in hire of specialists and 
nurses. There was no insurance.” 

An intelligent and proud woman, Mrs. 
Freeman was driven from her home to 
find refuge in a shabby flat at $25 a 
month on the lower floor of a ricketv 
frame house. For a week she and the 


mocking their assump- 
trouble descended like 
months ago. <A 


then, 


older children cleaned, scrubbed and 
painted, but everywhere ,squalor and 
ugliness assailed her. Too proud to 
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PRESIDENT G. S. NOLLEN 
DRIVE IS SUCCESSFUL 





PRODUCTION HOLDS UP WELL 


Bankers Life of Iowa Sales Force Puts 
Over Another Big Month in 
Business 


Total June production of the Bankers 
Life of lowa, on the paid-for basis, was 
$17,173,450. This amount was produced 
by the salesmen in honor of President 
Gerard S. Nollen. June’s total indicates 
that the Bankers Life field force is con- 


tinuing the consistent onward march 
which has been in progress for more 
than eight years. 

Twenty-two salesmen had, on June 


29, attained the distinction of achieving 
or surpassing the quotas, in the form 
of pledges, which they set for them- 
selves for the month. 

These 22 salesmen are members of 16 
agencies. Four salesmen of the Madi- 
son, Wis., agency produced the amount 
of their pledges in the first 29 days, the 
greatest number of salesmen from any 
one agency to do this. 


ask for aid, she decided there was no 
use struggling. 

She wrote two letters and placed them 
on a sofa where there were five neat 
piles of the garments she wished the 
bodies of the five children to be clothed 
in. Then she closed all the windows, 
opened the jets of a gas stove in the 


kitchen and crept into bed to die be- 
side her children. The next morning 
the tenant upstairs traced the odor of 
gas to the small flat where the six 
bodies were found close together. 

* * * 


METROPOLITAN’S SERVICE BUREAU 
Demonstrating the ever-widening ac- 


tivities of the Policyholders’ Service Bu- 


reau of the Metropolitan under the 
direction of James L. Madden, newly 
elected third vice-president, who was 


formerly head of the insurance division 
of the United States Chamber of Com- 
merce, is the resolution passed recently 
by the second joint national convention 
of food distributors, both wholesalers 
and retailers, who took that occasion to 
express their “appreciation of the co- 
operation of the Policyholders’ Service 
Bureau of the Metropolitan Life Insur- 
ance Company, which has been very val- 
uable in the educational work of this 
convention.” 
* 7 = 
DIVIDEND QUESTION 


The large earnings of the life compa- 
nies and the high dividends being paid 
by them at the present time are great 
gains to the insuring public, but is there 
any assurance at all that they are more 
than temporary, asked a prominent gen- 
eral agent here in a recent conversation 
while speculating on the possible future 
effects of the present high dividend poli- 
cies of most of the companies. 

“No one knows what is going to hap- 
pen,” he went on, “but if money becomes 
cheaper and cheaper, as present ten- 
dencies suggest it may, interest returns 
are bound to fall off and dividends with 
them. Isn’t there some danger, there- 
fore, in predicating anything upon pres- 
ent dividend scales? Isn’t there consid- 
erable danger, to be more specific, in 
the practice of some companies and 
agencies which have been pushing ordi- 
nary policies on dividend-accumulation 


plans, showing them to be the full 
equivalent of limited payment life con- 
tracts, if—and it’s a big ‘if’—present 
dividend scales are maintained over a 
long period, 20 vears more or less? 
“My own experience is that an agent 


can be most conscientious and strenuous 
in emphasizing the point that present 
dividend payments are not guaranteed, 
the policyholder will sav he understands 
but nevertheless will immediately begin 
to complain and grumble the moment 
they are reduced, sometimes going so 
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“Success Upon Success” 





OTHING succeeds like success”. So runs the old saying. No one knows 
how many centuries have echoed it. But it must have its parallel in the dim 
beginnings of man. Probably the ancients were as familiar with the proverb as 


we are. For it is a proverb that has worked—always! 


It is literally true that when a man or business achieves a reputation for merit in 
any particular line . . . . success is bound to follow. Success breeds success. It 
always has. It always will' And we of the Security Mutual Life Insurance Com- 
pany, find it working for us to-day. 


One of our men sells a Security Mutual policy. The insured is delighted with it 


. with its many thoughtful provisions ... . So he tells his friends about it. 


And first thing you know, five or six sales have resulted from the original sale 


ig snd tacit acai eseate Success! 


We believe in the old proverb. And the steady and ever-rising growth of this 


Company since 1886 is a concrete example of its truth. 


Security Mutual Life can make an unusually attractive offer to the man who is con- 
sidering Life Insurance as a vocation. | Choice territories are still available to life 
underwriters of proven ability. ( We will gladly discuss these matters with you in person 
—or you can write for a copy of our new book, “A Frank Talk On Your Future”. 
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Binghamton, New York 


SECURITY MUTUAL LIFE | 
Company 













THAN ONE HUNDRED MILLIONS 


-IN FORCE 
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far as to charge misrepresentation 
against the agent. Instead of ordinary 
policies that will be paid up after a cer- 
tain time if present dividends are main- 
tained, why not sell limited payment 
contracts which are not half well enough 
known to the insuring public? They ab- 
solutely guarantee that payments will 
stop at a certain time, premiums on 
them are a uniformly fixed charge over 
a definite period, and they provide max 
imum cash values at a time when many 
men have more need of cash than pro- 
tection, the pressing need for the latter 
having vanished as the man’s children 
have grown up and in the 
world.” 


ut 


yone o 
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AGENT—A FRIEND, 
be modest 
advises M 
necticut and 
New York Life U 


on. “Life insur 


THE INDEERD" 


“Don't about your profes 
Fraser of the Con 

president of the 
\ssocia 
busi 
man 


>» vet out 


s10n 


nderwriters 


ance is the only 
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ALL-STAR MEETING PLAN 





nments are 


hcoming 
il agents regard to 
of the 
York Underwriters’ 
da S¢ ries of 
ional meetings 


gener 




















ll under the auspices of the associz 
tior As previously announced. these 
meetings ill present “all star” pro- 
grams of the best known speakers and 

e biggest roducers in the country 

ar to the ill-star” meetings held 
ere the st ear or two by a few 

i ver f 

Outlining the plan in greater detail. 
Secret F. P. McKenzie stated here 
this week that an attendance of at least 
1,000 1s expected at each of association's 
educat l meeting Experience has 

wn that the cost per person at such 

eetings averages $1, making a cost of 
$1.0) per meeting or $10,000 for the en 
ture series, which is to be raised by sub 
scriptions trom general agents, managers 
tendents, each contributing 
‘ th the ze and impor 
sas ffice and the number of 
vent inted to attend the meetings 
Sever general agencies ive already of 
ered ¢ tribute wh as $500. al 
v t n expected that any indi 
id igen ill be asked to contribute 
t the exe t é ce mittee meetit 
ia. oo nsor the proposal 

’ ectior oiced that these 

eetit vould te in some meas 
re and might « +f spon the ex 
cellent rk bei g done with the help o 
the asso eins by the life nsurance 
traminyg irse at New York University 
Other general agents point out that 
these general meetings can hardly take 
the 1 e « the all-star individual 
yer meetings whicl thev are de 
signed t upplant. These general agents 
igwue that the are here, after all, to rep 
esent their several companies and get 
them all the bh ness ssible As some 
all-star serie have cost individual 
vencies here $6,000 a year and upwards, 
they grant that the new scheme will save 
them money but ask whether it will 
bring in one-half or even one-tenth as 


their own educational 
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NEW BUILDING OF SUN LIFE OF CANADA 
WILL BE HIGHEST IN BRITISH EMPIRE 


UNDERWRITER 








Canada has started 


The Life 
work on the second stage of a new home 
Montreal, 


Sun of 
on 
the 
British Empire. The completed struc- 
ture, into which will be incorporated the 
present head office of the company, will 


office building in which 


completion will be the highest in 


already under way. Building operations 
have been timed to coincide with the 
increased space requirements of the 
head office staff of the company, which 


is now maintaining a daily average ol 
more than $1,000,000 of paid-for busi- 
ness. The floor area of the new build- 
ing, which will be erected on a steel 

















rise 24 stories to a height of about 450 
feet and will have frontage of more 
than 400 feet on Dominion Square, one 
of the finest sites in the city It will 
cover the entire block between Mans 
field and Metcalfe Streets, present plans 
being to first erect the section facing 
on Mansfield street where demolition of 
old buildings and excavation work is 


CORNERSTONE LAID FOR SUN 
LIFE NEW LONDON BUILDING 


fe of Canada fittingly 
ration of Canada’s Jubilee 
Day as the most appro 
occasion on which to lay the 
t its magnificent new build- 
London on Pal 
street overlooking 
heart of the Em- 
Ihe nine-story building, Grecian 
ign and modern in every particu 
lar, steel being used throughout in place 





Ihe Sun I 
chose the 
Contederation 
priate 
cornerstone « 
ing being erected 

Cockspur 


celebr 


mn 
Mall at 
lratalgar Square, the 


pire 


of wood even on doors and window- 
frames, will adjoin Canada House, head 
quarters of the Dominion government 
here, and will form an integral part of 
the plan to erect a purely Canadian 


group of buildings in this section of the 
city [he main entrance hall, corridors 
and stairway are to marble 


With impressive ceremony the corner- 


be ot 


stone was laid by President T. B. Ma 
caulay, assisted by the Canadian high 
commissioner, PF. ¢ Larkin Other 
officers of the company present were 


Vice president \ B 
Age ncy 


Wood, 


Superintendent P 


Assistant 


W. Ward 


and Assistant Secretary D. L. Macaulay 
The Canadian department of insurance 
was represented = by Superintendent 


D Finlayson, who “ 
speaker at the International Congress of 
Actuaries Among other notables wit 
nessing the ceremony were Lord Beaver 
brook, Viscount Rothmere, Viscount 
Burnham, Sir Hamar Greenwood, the 
Earl of Albemarle, Sir George McLaren 
trown of the Canadian Pacific Railway 
Company, Vice-President C. J. Smith of 
the Canadian National Railways and F 


4. Pauline, J. Howard, W. C. Noxon 


(,eorge as a 





Henrl BF. Corbyn died recently in a 
hospital nm OKlahoma City He was 
the father of Marmaduke Corby: gen 
eral agent for the Central States Life 
and prominent in life underwriters ac- 

tiles of the city 


and L. J. Lemieux, agent-generals in 
London for gritish Columbia, Nova 
Scotia, Ontario and Quebec, respec 
tively 











frame and faced with granite, is near) 
1,250,000 square feet, more than six 
times the area of the present building, 
and will provide for a total staff of over 
10,000 persons. The present building of 
the company is shown on the right 
That building is now occupied to capac 


ity with a staff of approximately 1,200 


othicers and employes 


LIFE UNDERWRITERS TO GET 
“GLAD HAND” IN MEMPHIS 


MEMPHIS, TENN., July 7.—Eda 
ward J. McCormack, general convention 
chairman, reports that all committees 
are actively at work and that indications 
point to the most successful convention 





ever held by the National Association 
ot Life Underwriters, when it comes to 
Memphis in October for its annual 
meeting 

From many cities comes the news 
that delegations will make the trip to 
Memphis by special trains. There will 
be specials from New York, Detroit, 
Dallas, Nashville, Little Rock, Atlanta, 
Birmingham and other cities, with many 


special trains yet to be heard from. 


Reservations and advance registra 
tions are heavier than in any previous 
vear this far ahead of the date of the 
convention President H. G. Allen of 


the Memphis association, General Chair 


man McCormack and their co-workers 
in the local association predict an at 
tendance of at least 5,000 They are 
looking for a larger attendance ot 


ladies than ever before 


Memphis will be in hospitable mood 
when the life underwriters assemble in 
the city Everybody from the mavor 
to the newsboy on the street corners 
will be ready to welcome the visitors 
and give them a first-hand knowledge 
of genuine southern hospitality. 


chairman of the en- 
tertainment committee Mrs. Sibley is 
chairman of the ladies’ entertainment 
committee. Both of them promise many 
delightful social events typical of the 
south. R. Henry Lake, chairman of the 
committee having charge of the barbe 


tolling Sibley is 


July 8, 1923 


Darby A. Day Worked 
Seventeen Days Until 
He Wrote Application 


N July 3. Darby A. Day, Chicago 
manager of the Union Central Lite, 
celebrated the anniversary of the writing 





of his first application. Mr. Dav took 
a contract to write lite insurance and 
wrote his first application July 3, 1901, 
17 davs after he signed the contract. 
He worked hard and faithfully for that 
period before he got a name on the 
dotted line. The premium amounted t 
$66.20 In the six months following 
that. Mr. Dav made $10,000 in writing 
life insurance Later he went over the 
same crowd that he had canvassed dur 
ing the 17 days when he got no applhica- 
tion and wrote 60 percent of then Mr 
Dav said that atter he got a taste o! 
blood nothing co stop him. He uses 
this as an illustration to show ne\ 
agents that it is useless to get discour- 
aged Once the ground its broke the 
battle is won 

has seven golf courses, three municipal 
courses and four country club courses 


"1 F 
visitors will be welcomed. 


F. B. RELYEA IS ADVANCED 
Announcement Is Made by the Bankers 
Life of Iowa As to His 
New Position 





Franklin B Relvea has been elected 
assistant actuary of the Bankers Lite ot 
lowa He has been associated with the 
actuarial department since July 20, 1925. 

Mr. Relvea’s advancement follows 
close on the heels of his admittance to 
full fellowship in the Actuarial Society 
of America He passed the final exam- 
ination, prerequisite to fellowsh late 
in April of this vear 

He is a graduate of the Univers of 
Toronto. Prior to the time when he 
went to the Bankers Life Mr. Relvea 
was with the Manufacturers Life Com 
pany of Toronto His recent promo 
tion comes as his second during tw 
vears of home office activity. About 
one vear and a half ago he was ap- 
pointed department supervisor of the 
actuarial department 

Company Expands Territory 

Admission to Montana, Texas, Utah 
West Virginia and Louisiana, in addi 
tion to the 19 other states in which it 
is already licensed, has been obtained 
by the Unior Lal or Life oO Wasl mye 
ton, D. ¢ 

Financial Independence Month 

The Continental Lite of St. Louis has 


as “Financial 
and each 


Independence 
urged to 


stvled July 
Month” 
make 


agent 1s 


of his clients as possible 


as many 
independent this month by selling them 
adequate insurance to cover all future 
needs for themselves and family. 
Ohio State Life Convention 
John M. Sarver, president of the Ohio 
State Life, has arranged a trip to Yel 
lowstone and Glacier National Parks 
for the members of the company's F200, 


000 Club. It is expected that more than 
25 representatives of will 
make trip. President prob 


ably accompany tl 


the company 
Sarver 


we party 


the 
will 


New Agency Formed 


Colonel Gilliam and A. H 
have formed a Minnesota Life agency 
at Lynchburg, Miss It will function 
under the firm name of Gilliam & 
Mawver 


Mawver 


Pacific Northwest Appointment 





cue as it is prepared and dished up in 
the south, promises a treat that can 
not be equaled. Joe M. Smith is chair 
man of the golf committee. Memphis 


( N Phoresen has been appointed 
a general agent of the Minnesota Mu 
tual Life for the Columbia River dis 
trict in Washington. His headquarters 
will be at Vancouver, B. ¢ however 
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CED 
OHN WILLYS-—outstanding American manufac- 
nkers es 
JOHN N. WILLYS turer and merchandizer—says: “The commodity must 
be at least two-thirds sold before the salesman closes 
Ds the purchase.” 
“hep ; * * * * * 
the 
1925 1 - ‘ 
eae This publication is a part of that essential selling job 
S 
+ that means the ultimate order. 
\am- 
ate * » “ * * 
of 
1 he : . . 
Bears Behind the salesman’s call is a great chain of information. 
rom Changes in practice, new ideas, new policies of manu- 
ions facturing and marketing—all these reach your eye as a 
ap- | reader and buyer through the editorial pages. 
the ; . E 
And just as the editorial pages point out new methods 
’ ‘ ; 
and new opportunities of cost-saving or profit-making so 
= the advertising pages reinforce the editorial content with 
cid? - - %; 
h it their specific information on products, commodities or 
med 
ng- ff services that will put their new ideas to work in your 
] business. 
When you reread this issue think of it not as pages of 
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rem The A. B. P. is a non- material selected from the best of the present, its advertis 
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han demanding unbiased 
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subscribers, and 
honest advertising of 
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| COMPANY OFFICIAL CRITICIZES BOOK 


| SPONSORED BY NATIONAL ASSOCIATION 


_ = 


OME severe criticisms of a book! between 
recently issued, sponsored by the 


National Association of Life Un- 
derwriters, are made in a letter sent to 
the National association by W. Caswell 
Ellis, vice-president and agency man- 


purpose of this letter— 

“1. Is not to raise any question con- 
cerning the relative merits of large com- 
panies and small companies, mutual 
companies and stock companies, esti- 
mated insurance and guaranteed 
insurance. 


» Is not to 


cost 
cost 
“ t attack personally the 
author of the book referred to herein, 
nor the president of the National asso 
ciation in 1926, who wrote the introduc- 
tion. Neither is it intended as a reflec- 
tion upon the excellent company which 
has the good fortune of employing both 
of these gentlemen. 


“Misleading Statements” 


“3. The purpose is to call attention 
to and register a protest against the 
publication and circulation of any book 
or books sponsored by and bearing the 
copyright of the National association 
when such books contain inaccurate, 
biased or misleading statements. 

“The book in question, which has re- 
cently come from the press, is published 


Protests 


under the title of ‘Life Insurance Sim- 
ply Explained. On the fiv leaf this 
statement appears: ‘For Laymen and 


for Students in Schools and Insurance 
( lasses . 

“There is a notice included to the 
effect that the 1926 president of the Na- 
tional association has prepared a series 
of lessons with appropriate questions 
based upon the volume in question as a 
textbook 

“6 important that all 

for such purposes, 
sponsored by the Na- 
free from inac- 
bias, and distor- 


not very 
books publishe d 
especially when 
tional association, be 
curacies, e€V ide nce of 
tions of facts? 
That 


“Now let us consider some of the 
things sponsored by the National asso- 
ciation that are being published for lay- 
men and students. On page 16 of the 
book referred to above we read: 

“*Let us assume, therefore, that vou, 


Points Are Criticized 


the reader of this book, have taken 
$5,000 of insurance in one of our com- 
panies, and for a reason which will be 


apparent as we proceed, let us select a 


large company.’ 


“Can the National association afford 
to O. K. the suggestion to aymen and 
students’ that a ‘large company’ be 
selected or that a ‘small company’ be 


selected ? 


Larce ve. Small Companies 


“The author is frank enough to admit 
that his reason for selecting a large 
company will be apparent. It certainly 
is apparent because the book appears to 
be clearly intended to influence the 
reader in favor of not only the large 
company as opposed to the small com- 
pany, but estimated insurance as 
opposed to guaranteed cost insurance 

“No can question the author's 
right to do that if he can, provided he 
will confine his statements to facts, but 
is the National association going to act 
as a clearing house for propaganda for 
or against large companies or small 
companies, for or against estimated cost 
insurance or guaranteed cost insurance? 

“On page 47 the following statement 
appears under reference to stock com- 
panies: ‘If the premiums prove inade- 
quate the deficiency must be made good 
by drawing on the capital stock.’ How 
can the National association afford to 
be a party to the circulation of such an 
unwarranted, misleading half truth? 
Wouldn’t it be correct to admit that 
stock companies as a rule have a little 


cost 


one 


surplus or contingency fund standing ! study is entirely free from the bias and 


them and an impairment of | 
capital? 
Non-Participating 


Mutual and 


“On page 49 the statement is made 
that ‘there are more mutual companies 
than non-participating companies.’ 

“It would be interesting to know why 


the National association has given its 
©. K. to such statement when anyone 
with the slightest desire to know the 


truth can check up and find that of all 
the companies operating in the United 
States as listed for the year 1926 only 
24 percent are mutual companies, while 
53 percent are stock companies, which 
sell guaranteed insurance exclu- 
sively, and 23 percent stock com- 


cost 
are 


panies, which sell both estimated cost 
insurance and guaranteed cost insur- 
ance 

“There are numerous other appar- 


ently prejudiced statements that will be 
noted by anyone who will read_ the 
book. 


Loyal to Association 


“During my 15 vears in the hfe insur- 


ance business, first as field man and 
later as official of both estimated cost 
and guaranteed cost companies, I have 


been a member of a local association 
affiliated with the National association 
when located where an association ex- 
isted, and am now a member in good 
standing. It has been my _ constant 
effort to encourage membership in and 
loyalty to the National association, be- 
cause its possibilities for good are ines- 
timable. 

“My contacts with and observation of | 
companies and field men during these 
vears lead me to believe that there are 
no companies and no life insurance men 
worthy of the calling who wish to see 


the National association sponsoring 
propaganda for large companies or 
small companies, stock companies or 


mutual companies, estimated cost insur- 
ance or guaranteed cost insurance. 


Reorganization Proposed 


“According to recent announcements, 
a reorganization committee has been 
appointed by the National association, 
its purpose being: 

“1. To build up membership and 
offer more to members, both nationally 
and locally, to produce a stronger and | 
more loval organization. 

“2. To make certain the moral co- 
operation and friendly attitude of com- 
panies to the agents’ organization. 


Suggestions for Action 
“Tf these worthy objects are to he 
attained, it seems to me that the least 
the National association could afford to 


do would be to: | 


“1. Repudiate the book referred to 
herein and have it withdrawn. 

“9 Inform the members of the Na- 
tional association and the companies as 


to the identity of the person or persons 
(if any) who place the final O. K. on 
books to be sponsored by the National 
association, and who acted in_ that 
capacity in the case of the book in 
question 

“3. Have a committee with equal rep- 
resentation from mutual, stock, guaran- 
teed cost and estimated cost, large and 
small companies, to which will be sub- | 
mitted manuscripts for all association | 
sponsored books, as well as material for 
use in schools and colleges, for the pur- | 
pose of deleting anything that might be | 
objectionable. No one who wishes the 
National association to be wholly im- 
partial could object to such procedure. 


Proposed Course for Schools 


“Recently an announcement has ap- 
peared to the effect that a course of 
study has been prepared for eighth | 
grade and junior and_ senior high 
schools, and that the National associa- | 
tion is to have it introduced into the 


schools. 


“It is probable that such course of | 
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inaccuracies so evident in ‘Life Insur- 
ance Simply Explained.’ However, the 
question arises: Have representatives 
(field men and officials) of large com- 
panies and small companies, stock com- 
panies and mutual companies, estimated 
cost insurance and guaranteed cost in- 
surance, had any voice in deciding 
(through committees or otherwise) 
what is to be taught in the schools they 


are helping to support? If so, who? 
How? When? Where? 
“All of the points in this letter are | 


being raised by a member of the asso- 
ciation who has no axe to grind, who 


seeks to stifle rather than kindle the 
spark of factionalism in_ association 
affairs and who wishes to see firmly 


established in its place a spirit of im- 
partiality, fairness, justice and _ truth. 
This, he believes, is but an expression 
of the hope of thousands of fellow mem- 
bers of the fraternity.” 











, Insurance Stock 
| Quotations 





H. W. Cornelius of Charles Sincere 
& Co., Chicago, investment brokers, has 
gotten out the insurance stock quota- 
tions for western companies as follows: 


Div. 

per 

Share 

Par Bid Asked Pet. 
Abr. Lincoln Life 20 30 35 5 
Agricultural Life 50 48 
Amer. Bankers... 1.5644 75e | o- 
Amer. Drug. Fire 25 74 80 12 
Central Life, Ill 20 42 16 8 
Central State Life 5 20 aia 17 
Chicago F. & M.. 10 11 15 
Chicago Nat. Life 10 20 ‘ 
Columb. Nat. Fire 25 15 0 
Conserv. Life, Ind. 10 5 
Contin'tal As., Ill. 10 53 : 16 
Continental Cas... 10 57 62 16 
Contin'tal L., Mo 1f 32 38 19 
Detroit Life..... 50 8 
Detroit Nat. Fire. 25 20 24 4 
Des Moines LL & A 10 7 8% 
Farmers Nat. Life 5 16 20 
Federal Life 100 ° 
Federal Surety... 106 85 ino ® 
Great Lakes Fire 10 12 14 a 
Illinois Fire... 100 125 10 
International Life 25 68 73 12 
Inter-South. Life 1 2% 3% 6 
Interstate Fire 25 18 22 4 
Iowa Nat. Fire 100 120 130 8 
Iroquois Fire.. 50 40 60 ve 
Lincoln Nat. Life 10 ia 20 
Metropolitan Fire 10 % 11 10 
Milwaukee Mech 10 8 40 18 
Mo. State Life... 1‘ 76% 78% 12 
Montana Life 10 “e 8 
National Casualty 10 33% . 
New Century Cas 50 R5 95 s 
New England Fire 14 39 42 : 
North Amer. Life 5 176 180 20 
Northn. States L. 10 12 8 
N. W. Nat. Fire 1 80 as 
New World Life 1” 13 14 8 
Ohio Nat. Life 10 8 8 
Old Colony Life 1” 6 
Old Line Life 1 32 35 15 
Peoria Life....... 10 40 - 15 
Pioneer Fire... 20 20 
Presid'nt'l F. & M 25 : 
Secur. Life. Amer 10 12 19 
Southern Surety. 100 : 16 
St. Paul F. & M 25 125 135 14.4 
Union Cent. Life 20 - 6 
Western Un. Life 100 145 8 
Wise. Nat. Life 10 14 8 
*Old stock. 





Sales Follow Calls 
Because: 

Calls start sales. 
Open doors. 
Overcome resistance. 
Father acquaintances. 
Invite friendships. 
Beget confidence. 
Excite curiosity. 
Create interest. 
Initiate plans. 
Encourage initiative. 
Destroy procrastination. 
Defeat laziness. 
Convince doubters. 
Clinch decisions. 
Close sales. 


Office-Boy Diplomacy 


Caller—“I want to see Mr. Brindle.” 
Office Boy—‘“He's in conference.” 
Caller—“Hum. When will the confer- 
| ence be over?” 

Office Boy—"“Right after 
sir.” 


you leave, 





| 
| 


; new 
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BUSINESS SHOWS GOOD. 
INCREASE IN CHICAGO 


WORK OF WRITING IS HARDER 


Branch Offices and General Agencies 
Report Satisfactory Gains for First 
Six Months of Year 

Chicago representatives of the leading 

life companies without exception report 


increase of business for the first six 
months of this year over the first s1 
months of last With some the in- 
creases were not up to expectations at 
the opening of the year, and with others 
they were larger than expected The 


course varies 
aside 


increase of 
expectations 


percentage o! 
among companies, 
Final figures are not available at the 
time this is written. 

In the main, larger policies were is- 
sued the first half of 1927 compared 
with the first half of 1926. Several of 
fices report considerably fewer policies 
put in force but a considerably larger 
total of business. 


Drives Not Unusual Features 


In but one case discovered did a $1, 
000,000 case affect the expected totak 
Some offices conducted special drives for 
business in the first six months, 
but almost all of them conducted simi 


| lar drives in the first six months of last 


| vear, 


These, therefore, are not extraor- 


| dinary features of the increases recorded 


An interesting feature is that almost 
all offices worked with a staff of the 
same size as was worked with the first 
half of last vear, and some worked with 
smaller staffs. Two offices worked with 


larger staffs, but almost all of the men 


they added were men new to the busi- 
ness. 
| Educational Werk Helps 

Every office reporting has done as 


much, if not more, educational work this 
vear than last, and the results are re- 
flected in the total of business done 
Agents have learned more about select- 
ing prospects and about scientific time 
allotment Many also have devoted 
more time this year to business insur- 
ance, which for some is an exceptionally 
productive line. 

\ few office heads say that business 
conditions in the second and third class 
cities are better than they were at the 
close of last year, and that the improve- 
ment is reflected in Chicago as in other 
first class cities in the form of money in 
larger sums available for insurance. 
Some agents and managers who do not 
subscribe to this view still say that con- 
ditions:in the lesser cities are at least no 


worse than they were at the end of 
1926 excenting as in snecific instances 
crop conditions are reflected in manu- 
facturing and trading. 

ee € 








CONVENTION DATES 





Sept. 12-14—International Claim Asso- 
ciation, Toronto. 


| Sept. 15-17—Health & Accident Under- 
writers Conference, Toronte. 

Sept. 26-30—National Safety Congress, 
Chicago. 

| Sept. 27-30—Insurance Commissioners, 
Cincinnati. 

Oct 4-6—Casualty Convention, White 
Sulphur Springs. 

et. 6-8—Life Office Management Asso- 


ciation, Atlantic City. 
Oct. 12-14—National Life Underwriters 


Association, Memphis, Tenn. 
Oct, 20-24—Actuarial Society of America, 
Springfield, Mass. 


Oct. 24-28—American Life Convention, 
Dallas. 

Nov. 1-2—Life Agency Officers, Chicago. 

Nov t-4 American Institute of Actu- 
aries, Indianapolis 


Members of the Bmployves Association 
of the Atlantic Life spent one day last 
week picnicking at the country home 
near Richmond of Edmund Strudwick, 
chairman of the Atlantic and former 
president of the company 
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We Put Inquiries Into 
Our Salesmen’s 


Hands 


Cold canvassing is pretty discour- 
aging, especially to the new agent. 
Developing prospects and arrang- 
ing interviews is done in our Home 
Office through our Sales Planning 
Department. This is only one of 
the features of our service to 
agents. 


Pan-American Service also includes— 


Educational Course 

Unexcelled Life Policies 

Child’s Educational Endowment 

Combination Life and Accident and Health 
Policy 

Substandard Insurance for Under-average 
Lives 

Group Insurance 

All Forms of Accident and Health Insur- 
ance 


We have a few attractive general agency 
openings for men not at present attached, 
who measure up to Pan-American ideals. 


Address 


E. G. Simmons, Vice-President and General Manager 


PAN - AMERICAN 





_LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Crawford H. Ellis, President 


























California 


The Springfield Life Insurance Company 
announces that arrangements have been com- 
pleted to enter the Pacific Coast field, and 
that 


R. H. JENKINS 
Suite 331 A. G. Bartlett Bldg, 
Los Angeles 


has been appointed as General Agent for the 
State of California. 


Real Old-Time, Life—Time Agency Con- 
tracts, with Liberal First Year Commissions, 
and Non-Forfeitable Renewals, are available 
to live, wide-awake men of proved ability. 








— . ee 
a} 


| All Standard Policies are written, with or 


without Total and Permanent Disability, | 
| Premium Waiver and Double Indemnity. | 
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Serve and Succeed With 
the Springfield 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 


For information regarding territory and commissions, call 
on or write to R. H. JENKINS, General Agent for the State 
of California, Suite 331 A. G. Bartlett Bldg., Los Angeles. 
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Harder Work Needed 
N only men in the field but those keep intact a savings account Life 
e | e office are intensely inter- insurance seems to be the first item in 
es the comment of GeorGe D. ALperR the budget that is lopped off. 
Salt Lake City, president of the rhe present situation means that life 
NAT! Ass rion oF Lire UNpber- insurance men will have to carry the 
ITE t meeting of life insurance message of thrift with greater momen 
i executives in regard to con- tum and force. Mr. Alder believes 
t in the field at present. What that companies will not place unnat 
Mr. Avper said as to the status of pro- ural quotas on agencies, but they will 
( ears out the general impres- fix amounts that can be secured. This 
s of most observers. The fact of ll] mean a natural increase in business 
‘ tter is that the big gains of the Whenever a company starts using the 
st will not be made along normal hip and artificial stimulants of various 
( nies must expect reas kinds there is a larger amount of busi 
‘ rease in pri ct ut an over ness put on the books but it will not 
st t “\ 1! Sir ] ring in sus persist Companies declare the 
‘ that is not worth while Mr. ALper time has come when they must be sat- 
that general agencies that are fill- isfied with business that stays and 
ng their quotas are doing so nder agents that stay Perhaps a less amount 
great stre ! hard driving of business will be written but it will 
nee not discourage the ard be more profitable The water will be 
vorking ert life insurance mar It wrung out of it The immense gains 
should spur m on to greater in the past have done much to demor- 
effort. It shows that business will not alize field men Jusiness came too 
me to the laggard, or the man in his easy It is no harder to sell life insur 
office w thinks he can write appli- ance now than it was in the normal days 
t The line of resistance before the war period Life insurance 
¢ rder There is no rea t men will need to sell their business 
t wever, but that gratifvir re more intelligently and convince the as 
ts w ‘ e to the ma o puts sured that he is buying something that 
r est d rk and labors is vital to him Life insurance should 
tellige not be the first item in the budget that 
Mr EX 1 ks that the v-g s lopped off when cold winds blow and 
—_— ames gant spirit of the age is bad times come. 
eginning to have its effect o e it It is a healthy thing for the business 
urance Me ire loading up on ir when a man in a ‘<aiilies position like 
tallment ments, They are incurring Mr. Avner will truthfully speak his mind 
obligate thout having the «c or and reveal the conditions as thev are 
r Phe re trusting to luck The We should not be running on a false 
ment plan is a great temptation basis. We should not deceive ourselv: 
to sign u ranumber of luxuries that Life insurance has made tremendous 
ght well be sacrificed. Life insurance strides and the saturation point is far 
me iv that t vho have been pay- from being reached There are big op 
on the annual plan now change to portunities. However, there is no need 
he ser nnual or quarte rly Savings for the use of the lash and the abnormal 
nks find that it is more difficult t on merely to get volume 
Buildin rganization 
ilding a Real Org t 
mar nsurance companies and lacks in effective organization. If any 
ganizations there seen the dominance thing happens to that one man the or 
of one mar This influence, however, ganization disintegrates or it requires a 
may extend itself in two different ways long time to rehabilitate Such a man 
The active executive head may endeavor indicative of the one who does not 
t take all the credit for everything grow as his organization grows He is 
that is done, he may desire to keep in’ suspicious He does not study those 
touch with every possible detail, he may fundamental principles that govern great 
me a dictatorial attitude making it organizations 
difficult for people to work for him, his Another man may be equally as domi 
manner may be so overbearing that nant and successful, but he builds up | 
subordinates refuse to assume authority. successful men in his own ranks He 
That is the one man institution and takes more pride in the character and | 
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| ability of the men associated with him 


than anything else. He selects good 
men and places responsibility on them. 
They grow with responsibility. He does 
not try to dictate every move they make. 
He gives them plenty of latitude. If he 
finds is not big enough for the job, 
he is eliminated. He makes it possible 
for men to grow and develop. 


With the institutions 


one 


growth of large 
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offices are entirely too large now for one 
man to think of handling even 1m- 
portant details. The master of an or- 
ganization is one who builds men. He 
does not worry about anyone getting his 
position. He takes suggestions up and 
down the line. He realizes that his 
success and the success of his institu- 
tion depend very largely on the men 
connected with the enterprise. rhe 


bigger the lieutenants he has the greater 


and more substantial will be the growth. 


No Legal Reserve Failures 





the organization plan is far more vital 
than it was in years gone by. Many 

Lirt ce men must take much 
comfort in the tact that every year 


when the list of failures is published 


involving many lines of activity there 


a legal reserve life company in 


The other 
tabulated 


never 
day look- 


list 


companies, 


we were 


ing over a of failures, in- 


cluding ban trust building 


iks, 


associations, manufacturing 


Gets Title on 


and loan 


THERE is no commodity or anything 
else that one can buy with which we are 
acquainted where with payment of the 
first installment the purchaser gets a 
clear title \ man pays a premium on 


enterprises of various kinds rhe list 


was formidable. Not a single old line 
legal reserve company could be found. 
Life insurance has been subjected to the 


severest test, epidemics, war, financial 


depression, political attacks, etc., and yet 


it is so firmly entrenched and so scien- 
ifically ballasted that it is never moved 
from its position. 


First Payment 


his life insurance that 


pol Vy is his If he 


percent 





be paid 100 


lent challenge for 


prospects. 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS | 





Highmore, S. D., has 


D. C. Lewis of 


been appointed state msurance commis- 
sioner He succeeds G H Helgerson. 
Mr. Lewis was graduated from Platte- 
ville State Normal in 1903 He served 


as high school principal for three years, 
studied law at La Crosse, Wis., and at- 
tended the University of Minnesota law 
school He was appointed secretary to 
Congressman John J]. Esch of Wiscon- 
in 1910. Since 1912 he has resided 
in South Dakota, where he has been 
farming, banking and insur- 
Jan. 4, he has been secre 
Governor low, now ap- 
him 


sin 


engaged in 
ance Since 
tarv to 


pomts 


Ge who 


as insurance commissioner 
T. Wright, associate 
of the Patterson 
Equitable Life in 
pleted the first six 
over 31,000,000 ot 
Mr. Wright, who is 39, 
ciated with the Equitable 
and numbers some the most prom 
nent Chicagoans in his clientele. He 
has negotiated $1,000,000 of business 
this year on 75 clients 

Mr Wright Is 
ponents of the 
to the beneficiary 

\ great proportion of 

Many of 


of this 
corporations, 


agency 
of the 
has com- 
1927 with 
business 


Harry 
manager agency 
Chicago, 
of 
new 
has been 

for 20 


months 

paid-for 
asso- 

years, 


ot 


the 


which 


leading ex- 
guarantees 
life income. 
business 1s 
clients are 
business 


one of 
plan 
a monthly 
his 
his 
arrving 


typ 
Chicago 
life insurance 


M. Burbank, 64, general 
Lonisville for the Aetna Life, 
of a heart attack last 
week at his home at Anchorage, Ky. 
He survived by his widow and three 
sons, Austin Burbank, Whitmer S. Bur 
bank, special agent for the Aetna, and 
Samuel M. Burbank, Jr. Burial was at 
Danville, Ky old home. Mr. Bur 
bank attended Centre ollege at Dan 
ville, went with the Metropolitan Life 
at Atlanta, became supervisor of agents 
for that company New York and 
went to Louisville 1912 


Samuel 
agent at 
died suddenly 


1s 


1 
His 


in 
in 
“James A.” 
signifies in home 
management There are 
superintendents of agents 
A.” First there is 
James A Fulton, superintendent = of 
agents of the Home Life of New York 
Then the Phoenix Mutual has James A 
Whitmore as its agency manager. The 
Midland Mutual Life Columbus has 


the time 


for 


success 


The 
he ing at 
office agency 
three notable 
all named “James 


namic 
least 


ot 


| the third James A. on the list, its super- 
intendent of agents being James A. Haw- 
kins. 


William Allan Higginbotham, 


super- 


intendent of agencies of the Sun Life of 
Canada, who died recently in Montreal, 
founded the Sun Life agency in Rich 
mond, Va., in 1897, remaining in charge 
of it for several vears 

H. W. Noble, district agent at Lin- 
coln, Neb., for the New England Mu- 
tual, has been elected president oft the 
Lincoln Young Men's hristian Asso 
ciation, a work in which he has been 
interested for vears, having been a di- 
rector for a long time. 


Gerald V. Cleary, general 


hica 


vo 

agent of the Reliance Life, is vacation- 
ing with his family at Union Pier, Mich. 
He expects to return to his office about 
the middle of the month 

For the lith successive year, Neil D. 
Sills, manager at Richmond, Va., for the 
Sun Life of Canada, has been elected 
president of the Westhampton Citizens 
Association Mr Sills was one ot the 
pioneer settlers in that suburb and has 
long been active in promoting its inter 
ests and welfare 

Harry A. Wolf, president of the 
Union Pacific Life of Omaha, has had 
several burglaries at his home recently 
Each time the burglar broke a large 
window, wrecked the lock on a door or 
did other violence to the house He 
stole very little In desperation, Mr 
Wolf inserted this want “ad” in the 
Omaha newspapers 

“If the gentleman who persists in 
breaking into my house will call at my 
office I will give him the kev to my 
house or | will give him whatever it is 
he wants in the house.” 

The burglar did not appear, but he 
ceased calling at the Wolf home 

Melville P. Dickenson, newly ap 
fpomted as an assistant secretary of the 
Prudential, is a son of D. S. Dickenson, 
president of the Security Mutual Life 
of Binghamton, N. ¥ Following his 
raduation from Princeton university in 
1922, the vounger Dickenson joined the 
forces of the Prudential He will be 
particularly identified with field work in 





connection with its group department. 








wititas 
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LIFE AGENCY CHANGES 














BEHRENS GETS THE REGISTER 


Davenport Company Appoints the Sec- 
retary of the Globe Casualty for 
Columbus, O., Territory 


he Register Life of Davenport has 
appointed George L. Behrens general! 
agent at Columbus, O. Harry F. Belt 
s been appointed manager under Mr 
Behrens. Mr. Behrens is secretary of 
the Globe Casualty of Columbus, which 
since 1914 has been selling accident and 
health insurance. The office is now tak- 
g on life insurance with Mr. Belt as 
manager of the life insurance depart- 
nt The Globe Casualty office will 
have 23 counties around Columbus tor 
the Register Life. Mr. Behrens is a 
seasoned insurance man who has made 
a success writing health and accident 
insurance but now feels that a life de 
partment will add strength to his organ 
ization, 


MEMPHIS OFFICE IS OPENED 





Equitable Life of Iowa Appoints R. H. | 


Moore to Head New Agency—Cre- 
ation of Staff His First Task 
The Equitable Life of Towa has 
opened offices in the Exchange Build- 
ing in Memphis R. H. Moore, well 
known Memphis insurance man, will be 
1 charge of the office Mr. Moore is 
known both in insurance circles and in 
civic enterprises, having lived in Mem- 
phis a number of vears and has been 
athliated in the insurance business for 
approximately 12 years He was the 
district manager for the Union Central 
Lite for the last six years. The change 
1 decided promotion for Mr. Moore 
The Equitable Life of Towa is one of 
pioneer western companies. While 
the company is well established in other 
sections of the country, this will be its 
office for west Tennessec Mr 
Moore states that he shortly expects 
to have a number of live wires asso 
ciated with him in his organization 





Grant E. Toothaker 


R. L. Sturdevant, general agent of the 
State Mutual Life at New Haven, 
Conn., has resigned and Grant E 

othaker has been appointed as _ his 
successor Mr. Toothaker was born in 

Hartford and entered life insurance 

rk at an early age. He has had 
ibout 10 years’ experience 


C. E. Lindemann 


C. FE. Lindemann, who has bee 
manager of the ordinary depart 
of the American National of Gal 

m in Chicago, has been made man 
of agencies in charge of Chicago 
itory The company has just ap 
ted Ik Lodding, J ] xX 
Wes Jackson boulevard { cau 
eneral iwents Vr} i enera 
firm but is oper " e cle 


Mrs. Katherine Benton 


M Katherine Bento \\ has 
connected with the Provident Mu 

il oom the east has been ppomted 
wer of the woman's department 
wrdinar branch of the Americar 


National of Galveston n wo 
offices at 816 New York Life build 
\t one time sh was the leadin 
] Roval Nethbors 


tiie 
erica in Ilinots 


H. M. Truesdell 


Mark E. Wheeler 
Mark I Wheelet tormerly reeney 
ial for the Missouri State i! it 








There’s a Reason 


There are approximately 300 life insurance 
companies in the United States. 


Seventy-five of them are older than The Lin- 


Up?” Our little book- ; ie 
: coln National Life, but 


tion gives an insight 

the remarkable growth Only 24 of them have more 

of The Lincoln Nation- 1j aE See oe . 
ordinary insurance 1n force. 


al Life. 


Only 15 of them wrote more 
new ordinary Life Insurance 
during the year of 1926. 


The Lincoln National Life has passed more 
than two-thirds of the companies organized be- 
fore it was. 


Eleven companies were 20 years old on De- 
cember 31, 1925. The Lincoln Life was one of 
the 11. It had more insurance in force than the 
total of the other 10 companies. (See 1926 Year 
Book, Page 464.) 


It is the second largest life insurance com- 
pany in the world writing only “guaranteed low 


cost”’ life insurance policies. 


There’s a reason for this remarkable growth. 














(LINK UP (win THe (LINCOLN) 








The 


Lincoln National Life 
Insurance Company 


‘“‘Its Name Indicates Its Character’”’ 


Lincoln Life Bldg. Fort Wayne, Ind. 


More Than $480,000,000 in Force 























has been promoted to 
the position of assistant manager of the 


agent at Pierre, 


appointed agency special in the Duluth 





Charles A. Kuttler 
who has been in- 
structor in mathematics for six years in 


gone to Cedar Rapids to become district 
manager of the Register Life of Daven- 
He will operate under the S. W. 
Mr. Kuttler was lieu- 
tenant in the engineering division during 
war and served overseas. 


Sanford agency. 





Life Agency Notes 


been appointed district manager 


Spurgeon, agency 
latter company. 





EASTERN STATES 








ADMINISTRATOR IS ASKED 
Prudential Files Petition for Appoint- 


ment of Competent Person to 
Handle Albert Snyder Estate 


Sing Sing awaiting execu- 


» painted out when 


$5,000 and $45,000 





POLICY CONDITION VIOLATED 


Court Found That Insured Was Suffer- 
ing from Pulmonary Tuberculosis 
When He Paid First Premium 





THE N ATION: ALL 


in good health at the time the first pre- 
mium was paid. The trial court found 

favor of the insurance company. On 
appeal the higher court in reviewing the 
record and in affirming this judgment, 
said: 

“As stated, the policy was dated Feb. 
14, 1922. Subsequently, it was delivered 
and the first premium paid. Stanislaw 
Gurecki died June 27, 1922. On Feb. 20, 
1922, the record shows that he had 
‘tubercular infection of the chest’; his 


death was caused by pulmonary tuber- | 





UNDERW! RITE R 


culosis; he died of 
culosis’; and the ‘first premium on the 
policy’ was paid at a time when ‘he was 
allie ring from pulmonary tuberculosis.’ 





Wrote a Large Business 

Frank W. Pennell, William J. Lou- 
prette and Albert Rose, independent life 
insurance men comprising the Life In- 
surance Associates of New York City, 
report a paid-for business of $3,390,000 
for the first six months of 1927. The 
leader was Mr. Pennell with $1,690,000. 





IN THE MISSISSIPPI VALLEY > 














WILL WRITE FARMERS ONLY 


American Farmers Mutual Life of Des 
Moines Completes Organization and 
Receives Iowa License 


DES MOINES, July 7.—The organi- 
zation of an Iowa farmers’ mutual life 
insurance company sponsored by the 
Iowa Farm Bureau Federation and offi- 
cered and directed entirely by tarmers 
is announced by Chas. E. Hearst, fed- 
eration president. The new company, 
known as the American Farmers’ Mu- 
tual Life, has received the official ap- 
proval of the Iowa commissioner. 
Farmer-agents are being appointed 
where practicable in all counties of the 
state. The new company is organized 
on the standard legal reserve basis, and 
is officered by farmers. Only farmers 
may take out insurance in this company 


} 


The claim is made that this gets away 
from the high mortality rate which pre- 
vails among city residents. Money re- 


ceived in premiums will be turned back 
into investments in Iowa farm 
mortgages 

The officers of the company 
J. L. Stark, Corydon, president; 
A. Rust, Sheffield, vice president; 
L. Roberts, Prole, secretary, and 
H. Neal, Mt. Vernon, treasurer. The 
executive board includes J. L Stark, 
Guy L. Roberts, Burt H. Neal, Heike A. 
Rust, and Siman Kemmerer of Ames 

The new company is the result of 
more than two years research and effort 
by its officers and the insurance com- 
mittee of the Iowa Farm Bureau Fed- 
cration. 


oC rd 


include 
Heike 
Guy 
Burt 





Concludes Special Campaign 


The Iowa branch of the Missouri 
State Life has been putting on a special 
business campaign the past month 
which ended July 7 with a dinner at 
which Frank N. Everett, from the home 
office, and E. B. Thurman, Chicago 
branch manager, were the principal 
speakers. Mr. Thurman is a brother of 
B. C. Thurman, lowa manager for the 
company 





H. E. Bell Conducts School 


Harry E. Bell, agency director of the 
Boyle & Boyle general agency of the 
Minnesota Mutual Life in Chicago, is 
conducting a class in the fundamentals 
of life insurance and life insurance sales- 
manship for new men connected with 
the agency. The classes are conducted 
daily, and will continue until July 9 
While the course is designed primarily 
for the education of new men, it is of 
course open to men who have been writ 
ing b for any length of time 

In addition to conducting the school, 
Mr. Bell has undertaken complete reor 
yanization of the Boyle & Boyle 
1 is increasing the 


vities 


usiness 


agency, 
staff ] 


agency and 
agency ex 


The 
personnel to the 
on Sept. 


Ssiness 


ing its acti 
send its entire 
Mutual convention 
paid for bu 
n which delegates to 
tion will he 


Rude Iph 


sor of 


chosen 
Oud _— has been appoir 
Bovle & Boyle. agent 
the Chicago ie territory 
will apne supervisors 
north 


supervi 
] side 
int 


tor 
territories at an 


agyency 
and 
early date 


west side 


| will be 


| af - 
| of such 
of prohts, 


BASIS OF TAXATION ALTERED 
Wisconsin Decreases Revenue from Do- 
mestic Companies—Foreign Com- 
panies Must Pay More 


MADISON, WIS., July 7.—Life com- 
| panies operating in Wisconsin and not 
domiciled in the state will have to pay 


higher taxes as a result of the passage 
of the Chase bill by the legislature last 
week. Fees for domestic life compames 
are lowered under the measure. There 
an increase in the state revenue 
of about $290,000 in the next five years 
under the new law 

The measure has 
in Milwaukee as that 
of the Northwestern 
the Old Line Life 
panies. Comparison shows the North- 
western Mutual Life paid taxes in 1926 
amounting $1,037,000, and collected 
trom Wisconsin policyholders $8,580,000 


tax 
significance 
city is the home 
Mutual Life and 
domestic com- 


' “1 ] 
special 


' , 
poth 


to 


The Prudential, a foreign company, in 
the same year collected premiums from 
policies in Wisconsin amounting to $9, 
600,000 and paid a tax ot only $300 

The provisions of the bill make for- 
eign companies pay an annual license 
fee in Wisconsin of 2 percent on the 


excess of gross premiums received in 
money or otherwise during the preced- 
ing calendar year on all policies on the 
lives of residents of the state, after de- 
ducting therefrom all sums apportioned 
to premium paying policies on the lives 
residents from one distribution 
savings, earnings, or surplus 


which, before the expiration of the cal- 
endar vear next succeeding such appor- 
tionment, have been paid either in cash 


or applied in part payment of premiums 


Annual Fee Was 8300 


Heretofore, under the present law, 


the license fee for foreign life companies 
has been $300 annually unless the com- 
panies are domestic companies of states 
where the retaliatory law is in effect 
Domestic life companies, under the 
Chase bill, are to continue to pay 3 per- 
cent of the gross income from all 


sources except interest required to pro- 
vide and maintain reserves according 
to the Wisconsin statutes. Income from 
rents of real estate on which taxes al- 
ready have been paid is excepted under 
the new amendment, as are premiums 
on policies and contracts for annuities 

The passage of the bill by the legisla- 


ture is one of the most important pieces | 
legislation which has been ! 


of insurance 
the 


Wis- 


law-making body of 


session, 


“od by 
passe d by 


consin this 





More Suits on Hicks’ Insurance 


Suits to cancel $115,000 
the $365,000 life insurance carried on 
the life of Clifford M. Hicks, St. Louis 
lawyer and wildcat financier, who was 
found murdered under mysterious cir 
cumstances April 30, have filed in 
St. Louis by the National Life of Ver- 
mont and the International Life. Re 
cently the National of Vermont 
suit to cancel $150,000 under seven polli- 


been 


cies 

In its 
Life 
ic Vy 1s 
company 
produced by 
the 


suit National 
ot a $25,000 pol- 
ued to Hicks Sept. 1, 1926. The 
charges that the policy was 
Hicks fraudulently, he 
fact that he “was cus- 


more recent the 


seeks cancellation 


as 


once aled 





ialiiee tuber- | tomarily 
regular al illegal business transactions, 
was misap propriating the funds of oth- 
ers, was associating with felons and law- 


| tain a 


} more 


additional of | 


| its quota of 


filed | 


1927 


July 8, 


engaged in questionable, ir- 


getting 
pay for 
sources.” 
came to a vio- 
own hands or 
because of ille- 
which he was 


designedly was 
than he could 
legitimate 


breakers and 

more insurance 
with income from 
The petition avers Hicks 
lent death “either at his 
at the hands of another” 

gal business practices in 
engaged. 

The International Life asks for the 
cancellation of four policies for a total 
of $90,000 secured by Hicks after May 
18, 1926. 


Minnesota Suicide Ruling 





having the 
can not ob- 
unless the 
reasonable 
accidental 


insurance 
burden of proof of 
reversal of 
precludes 
natural 


An company 
suicide 
a verdict 

every 
or 


evidence 
hypothesis of 


death. This is the finding of the Minne- 
sota supreme court in a case appealed 
by the New York Life. Oscar Garbush, 
a hardware merchant, was found, shot 
to death in his place of business and 
the company claimed it was a case of 
suicide. The lower court awarded the 
widow a verdict. 

The supreme court, in affirming this 
verdict said: “An instruction that the 
presumption against suicide is strong 
and not to be displaced by slight evi- 
dence held not error when coupled with 
statements that the presumption is con- 
| clusive only when there are no circum- 
stances which lead to the conclusion of 
suicide and that suicide, notwithstand 
ing the presumption, can be established 
by a fair preponderance of evidence. 


Last Year’s Record Broken 

Chicago agencies of the Equitable 
Life of New York produced in excess 
of $9,000,000 of business in the Davis 
drive in Tune in honor of Vice-President 
F. H. Davis. The total exceeds by 
than $1,400.000 the total for Tune. 
1926. Five agencies produced more than 
$1,000,000 each. 

The Chicago Equitable agencies pro- 
duced $43,766,000 of business the first 
six months of 1927, or $4,200,000 more 
than in the first half of 1926. 


Nonmedical Added 


The Minnesota Mutual Life has 
begun to issue nonmedical policies in 
amounts to $10,000 on all policyholders 


who have carried standard insurance 
with the company since 1922, and ‘to 
risks who have carried no insurance 
with the company in amount to $2,500. 


July and August are policyholders’ serv- 
ice months with the company, and dur 
ing this time a campaign on nonmedical 


business to old policyholders will be 
conducted. Until this time the Minne- 
sota Mutual has done no nonmedica? 


business. 





New Iowa Deputy Commissioner 


W. S. Dulaney, policy examiner in 
the Iowa department, has been ap- 
pointed second deputy commissioner, a 
position created by the last Iowa legis- 
lature, at the suggestion of Commis- 
sioner Ray Yenter. L. M. Penquite, a 
Colfax attorney, succeeds Mr. Dulaney 
policy examiner. Mr. Dulaney is a 
graduate of Drake university law 
school. 


as 


Big Increase in June Drive 


As its contribution to the annual June 
drive of the Travelers, Moore, Case, Lv- 
man & Hubbard of Chicago surpassed 
$1,000,000 by a liberal mar 


gin This is a notable increase for the 
firm, as the amount represents about 
one-third of its usual production for the 


entire vear 


New High Record Made 
T he Patterson 
Equitable 
new high 
980 of regular 


agency of the 
Life in Chicago established a 
record in June with $1,575 
paid for business. This 
was an increase of $261,000, or 20 per 
cent over June, 1926. The agency has 
paid for over $9,000,000 of regular busi 
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= ness for the first six months of 1927, 
oe an increase over the same period of 
oth- 1926 of 16 percent. This was the 27th 
law- consecutive $1,000,000 month for the 
cting agency and a new high record in paid 
Mo premiums 
“ee Early this month the Leaders’ Club 
— f the agency will hold its monthly out- 
ls or ng at the Olympia Fields Golf Club, 
— at which it is expected Vice-presiden . 
lies F. H. Davis of the home office will be 
the present cHnicAce 
total ee _ 
——— 
May — 
SOUTHERN FIELD JAMES W. STEVENS, Founder 
: PLANS FOR THE CONVENTION 
the 
eo Union Life of Rogers, Ark., Puts the 
nable Finishing Touches on the Agency ! 
ental Meeting Program |} The Ideal 
imnne- | 
«1 ? _—- | i] bed 
co The final touches on the program for | f Agency Officer 
stend the annual agency meeting of the Unior ! 
and Life ot Rogers, Ark., have been made | HE ides) agency oficer is one who knows hie 
an coal by General Manager Elmo E. Walker , T ny from the ground thoroug knows 
| the © will preside at its business sessions | | a ane masons: Ee Super 2a6 eee 
he first dav. The morning session July | # ved Sher tin an 7" 7 ene: a 
this will open with an address of welcome ‘ ft st as lo y and steadfas ss R 
the _President J. W. Walker of the Union | mself was personally and solely respomsitie 
rong Life and the response will be by C. W — . oe “on Come 
evi- Raughman. One of the features of the Het et b nates | nw ea 
writ session will be a drill by the girls’ drum nt Me oe — “ -rendlgrng os 
eon- rps of the home office led bv Miss - . ; : 
cum (ladys McGee as drum major. Miss | ff i sae o ; 
n of McGee is secretarv to General Man- 7 - 
rand age! Walker and secretary of the t 
shed Dream Valley Club, the agency organi i - , : 
a zation. J. S. Maloney, Arkansas insur- | | ‘ 
nce commissioner. and Walter Tavk i R 
state bank commissioner, and Robert | ff 
id E. Wait of Little Rock. secretary of the | ff mise ‘ 
tale \rkansas Bankers Association, will though re to writing 
KCESS speak at the first sessior The play. | ff ! 
avis The Heart of the Estate.” will be giver | ii ‘ 
ident home office emploves ih I ‘ ge 
; by The speaker at the first afternoon ses- | # stakes ne , s uw 
June. sion will be Claris Adams, secretary and | # ’ ported gpl go Be Fle pnt a i. 
than general counsel of the American I Te | ‘ wit t ritat ' wit the 0 eat 
Convention On the morning of the H t mplaints troubles the me 
pro- ; second dav J i Lee. cashier of the . 
nrst Farmers Bank & Trust Company of I et. the success ger e 
more Magnolia, Ark., who is president of the ¢ is the “Little Fatt ft ganization, a 
Dream Vallev Club, will be in charges ‘ rot gow die ae pp: cee mages vemngm  w 
Theo, C. Justus, Batesville, Ark., home | f nder him, depends the success and the strengt 
office representative of the Union Life I} : Mm "8 
as will speak on “Insurance Needs in 
s in Northeast Arkansas.” President R. M 
lders Malpas of the Reinsurance Life of Des 
ance Moines will spe ik Rov I Davis 
d to Chicago, educational director of the 
ance Continental \ssurance and a member of From oddress of R. W. Stevens, President 
500, the staff of Dr. Rockwell's school of life Illinois Life Insurance Co., Before Life 
serv- nsurance. will give a talk on “Sales- Agency Officers Association, Chicago 
dur manship.” November, 1925. 
dical All hands will go to Dream Valley 
| he the afternoon of the first dav to the 
nne- home of President Walker. where a 
dica? anquet will be served in the Dream 
: Vallev Club auditorium and dancing 
will follow 
oa ' At noon the second day lunch will be 
j served at Bella Vista resort and in the 
rom f evening dinner will be given at Monte 
Ra Ne, an Ozarks resort 
eis ye 
mis- Merger Report Denied 
le, a Sam Young of the Two Republics of 
aney Fl Paso was in Dallas Sunda and \ 
; : Monday conferring with Clarence k 
‘aw ! Z vice president or the Southland 
1 denies the r¢ 
rt El Pase in ° © © 
~ sales ave ple InoOIs Life insurance UO 
lune ne a merge. a 
Ly - 
ssed ’ Enters Two Southern States If CHICAGO 
-~ : License to do business in Texas was i F 
ne ranted ¢ +} Il nics r Lis i F \ 
son crameed te the Union Labor Lille ott James W. Stevens, Founder 
the i mmissioner, N general agent for 
. exas has vet been appointed 14 7 7 
| wth oP lig Kg OE Greatest Illinois Company 
nsed the Union Labor Life in Ken- | ] 
the . | ‘ 
da | . 1212 LAKE SHORE DRIVE 
rh Virginia Verdict Set Aside 
11s 
bitte of i 2 ieee mn a : : ‘ = ° : - , 
ee nn ic Token Ser ane The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
as 7 i * aT cart i) - 
bees ' hmond, Va., has set aside a verdict 
$10,000 returned by a jury recently 
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in favor of Roy C. Flannagan, admin- 
istrator of the estate of William Laun- 
celot Jones, against the Northwestern 
Mutual Life. Suit was brought on a 
policy carried by Mr. Jones, a former 
executive of the American Can Com- 


pany at Chicago. The policy, issued 
early in 1925, carried the usual one- 
year suicide clause. He died under 


mysterious circumstances of two gun- 
shot wounds Nov. 26, 1925, in Essex 
county, Va. He had just been retired 
on account of ill health, The company 
contested payment on the ground of 
suicide and also that he misrepresented 
the state of his health when he applied 
for the insurance. The case will be ap- 
pealed to the Virginia supreme court. 
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REPRESENTATION 


Insured Commits Suicide but Company 
Not Liable—Failed to Give All 
Necessary Information 


In Mutual Life Chandler, su- 
preme court of Oregon, 252 Pac. 559, the 
company issued a policy to one Chandler. 
It contained the following clause: “This 
policy shall be incontestible after two 
years from its date of issue, except for 
non-payment of premiums.” 

When the policy had been in force one 
year the insured committed suicide. The 
beneficiary furnished proof of death and 
the company refused payment of the 
claim. The beneficiary did not bring an 
action to recover, but the company 
brought action to cancel the policy, lest 
it be foreclosed by the incontestible 
clause. 


vs. 


False Representations Alleged 


In this action the insurance company 
insured had made false 
tations in respect to the medical 
had received prior to the 


the 
repre Sc! 
treatment 





filing of his application. The insurance 
company introduced considerable evi- 
dence which tended to support. the 
allegations of its complaint. The trial 
of the cause, however, resulted in a 
decree in favor of the defendant, bene- 
ficiar On appeal the higher court in 
reviewing the record, and in reversing 
he decree. said 

“In the instant case, the assured did 


not die of tuberculosis or anv of the dis- 
eases involved in the inquiry, but that is 


t the questior The parties were 
egotiating for the purpose of making a 
tract of insurance. Each was entitled 


rcise of the utmost good faith 








r rt of the other The assured 
ad made an offer to the company 
couched in certain terms. He said, in 
ubst 
‘*l am a man who has consulted only 
one physician whom I] name and that 
d attacks of influenza and 
not prevent me from 
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f ‘ ] ? ? ‘ ’ ‘ ? ‘ ? rT 
, ted | 
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great weight of well considered cases is 


to the effect that it amounts to legal 
fraud, vitiating the policy. To hold 
otherwise would take from any party 


considering an offer the right to accept 
or reject the same, and this, too, at the 
behest of the other party, although the 
latter had stifled investigation by the 
concealment of matters which would 
naturally challenge the consideration of 
the other. * * * The decree is reversed 
and one here entered in favor of the 
plaintiff canceling the policy.” 


Plans Northern California Office 


Leslie E. Hubbard, vice president and 


THE NATIONAL UNDERWRITER 


counsel of the Mountain States Life of 
Hollywood, Cal., is making an inspec- 
tion of the northern part of California 
as to placing of a northern California 
office for the company. 


Seattle Managers Club 


“Developing Outside Territory” was 
the subject of a paper read before the 
regular meeting of the General Agents 
& Managers Club of Seattle by E. H. 
Norene of the New York Life. C. J 
Sauter of the Equitable of New York 
led the discussion and John H. Baird 
of the Aetna Life presided. The meet- 
ing was the last until September. 
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IN THE ACCIDENT AND HEALTH FIELD 











‘CANCEL HEALTH, START OVER’ 


Procedure Is Suggested as Solution of 
Poor Business Conditions That 
Now Obtain 


“Cancel all policies and start over” is 
the radical solution of the health busi- 
ness problem suggested by a represen- 
tative of a prominent company writing 
the health line. His view is not held by 
any other casualty men interviewed in a 
survey just made, though some are 
verging toward it. This man relates the 
problem to faulty underwriting methods, 
and holds that until health coverage is 
sold by the companies instead of bought 
by the public conditions will remain 
about as they are. 

“Proper agents are needed, and proper 
investigations must be made before pol- 


icies are issued,” the informant said. 


| 


WORLD RECORD IS CLAIMED 


Continental Casualty Rolls Up Large 
Volume of Applications, Premiums 
in Two-Month Contest 


Announcement is made by the Conti- 


nental Casualty that what is believed 
to be a world record for applications 
and premium volume in the accident 


line was made in the company’s drive 
for new business from May 1 to June 
30. Total figures are not yet available. 


| The figures for the amount of business 


“This business has grown faster than its | 


management has grown, with the result? 


you see. The moral hazard in health 
business is not considered by many writ- 
ing this business. More, financial men, 
not underwriters, are guiding sales in 


many places and are trying for volume 
instead of profit. Smart management is 


needed by the company that wants to 
break even on this business.” And 
though he did not say it, the speaker 


implied that smart management in the 
departments handling health for some 
companies is greatly lacking. 
Representatives of other companies 
report accident business currently good 
and in the main sound, but report vary- 
ing efforts to keep health business down 
to a negligible item. Means for effecting 
this vary from not trying for this busi- 
ness to extending the period that must 
lapse before payment begins. But all 
are agreed that these are makeshifts and 
contain no final solution of the problems 


involved 


Comme il accident and health busi- 
ness is reported espe ially good, though 
the stress is on the accident line. Re 

rts better business in the first half 
4% this vear than tn the first half of Jast 
i ‘ nN at d ¢ ectations re 0 


Will Pay for Aircraft Accidents 


Phe Pacitv Mutual | ( mnounces 





t + it indemni 
‘ ] accident pole } me ‘ 
except the so-ca ed limited contrac to 
the extent the minin n amount pro 
vided in the policy for any lo cified 
esulting injuries sustained while 
the red s riding as a fare i i 
‘ er ’ licensed « mmercial 1 
craft provided 1 n incorporated con 
1?) carrier tor 1D el er ervice and 
‘ re itt s operated bi i | 
censed trar rt vlot and is fly yom 
a regular civil airway between definitely 
establ ed air rts It ill not cover 
njyurie tained ! i! litar ‘ 
naval aire t or anv torm « 1 censed 
it ! f travel r vhile the i ured 
is acting as a ot or me ul of an 
uirplane This will not entitle the a 
ured to recover under the double n 
emnit " F 


| apps 


| $8,552 


| teresting feature of 


| 950 of premiums. 


done by the winners are as follow: 
Mortimer Cahill took first honors 

with 305 applications for a total of $13,- 

Ralph Thorsen of J. 


B. Thorsen won second honors with 
257 apps for approximately $10,000. 
James Ten Broek of Grand Rapids, 
Mich., won third place with 203 apps 


Fourth place went to Allen 
M. Reager of Louisville, Ky., for 222 
for $7,187. Lyle Stephenson of 
Kansas City wrote a premium total of 
but his apps numbered only 103. 

The first five winners averaged more 
than $10,000 each in premiums. An in- 
f the contest is that 
only one man, the winner of first place, 
ever has been known as a producer of 
accident business in any volume. Many 
others in addition to the winners did 
splendid work in a line that was new to 
them 

The company had the largest net writ 
ing of health and accident in May and 
June that it has ever had 


for $8,636. 


Accident Case Decided 


Where decedent was employed as a 
jeweler and was killed while fighting a 
fire as a volunteer fireman some dis- 
tance from his place of business, held 
that the insured was not engaged in 
doing an act pertaining to his occupa 
tier ind could not recover the doubls 
indemnity under the polis Cowley vs 
Mass. l’rotective, Sup, Ct. La 


Disclaims Liability for Agents 


recent court decision hold 








In view ofa 
ne that an agent of the company who 

s killed in an automobile accident was 
n employe under the meaning f the 
workmen's compensation law ind that 
the company was, therefore. liabl under 
that law. the Business Me s Protective 
of Lincoln Neb writir recident ind 
! tl insurance ha ou prectatl 

t ‘ to ill of ts nt notifving 
them that it will me? licabbilit 

of injury to agent rking o ‘ 

wr ion basi They re furt roneti 
f ! that the compar t Imes no 
uthorit is te control over their tin 
having no right or title to it It take 
the position that, being an independent 

titution within themselves they ire 
free it all times to sell any lines that 
they would like to a their time Ss en- 
tirel their ow! 





Refused Oregon License 


SALEM, ORE., July 6 An Oregon li 
eense for 1927 has been refused to the 
Mutual Benefit Health & Accident of 
Omaha by Commissioner Lee on the 
ground that it not a stock company 
and that the Oregon law do not permit 
uch a company to operate in the tate 
without capital of it least $200,000 and 


surplu of $100,000 


The company claims the right to oper 





July 8, 1 


] 





ite on the strength of its financial status 
in its home state of Nebraska, but the 
attorney general has ruled that a con- 
tingent fund, which the company's Ne- 
braska fund is said to be, cannot be yn- 
sidered as deposit capital. 

Commissioner Lee has requested the 
company’s agents to surrender their li- 
censes, but the company’s general agent 
in this state has advised them to go 
ahead and write insurance, so it is pos- 
sible that further complications will 
arise 

Has New Accident Policy 

The Ohio State Life is issuing a new 
travel and automobile accident policy 
known as the “Septpes” policy The pol- 
icy protects against accidents resulting 





from cranking, demonstrating, driving or 
riding in automobiles; being struck, rur 
down or run over by an automobile 
burning or explosion of an automobil 
suffocation caused by carbon monoxide 
from the exhaust of an automobile; re- 
pairing a private automobile or chang- 
ing a tire; wrecking of a passenger cat! 
while the insured is riding as a passen- 
ger on a steam, electric. street, elevated 
or subway railway train. For travel ac- 
cidents the benefits are as follows: Loss 
of life, two limbs or two eyes, $2,450; 
one limb, 5; one eye, $840. For auto- 
mobile accidents the benefits are as fol- 
lows Loss of Life, two limbs or two 
eyes, $1,050; one limb, $490; one eye 
$350 These indemnities are increased 
7 percent each year until 49 percent has 
been added The policy provides $98 a 
month for seven months for total dis- 
ability, $7 for surgeon's fees for non- 
disabling injuries and $98 for identifica- 
tion and emergency. The cost is $7 per 
year. 

The company has established a divi- 
sion of the health and accident depart- 
ment with Lewis G. Reynolds of Dayton, 
O., as general manager, to handle the 
new policy 





NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate { 
ks, etc. Supplementing the ‘Unique Manuel 
Digest.” published annually in May at $4.00 andtie | 
“Little Gem ™ published annua!ly in Apri! at $2.00 








Premium Rates Announced 


Premium rates on the $10,000 preferred 





risk whole life policy issued by the Min- 
nesota Mutual and announced in a pre- 
vious issue in these columns are 

Age 25, $181.40 annually age ” 
$210.60; 35, $242.90; age 40, $285.3: 
age 45, ); age 50, $419.90; age 55 
$527; ag $676.30. 

Equitable Life of Iowa 

Under its revised disability forms the 
Equitable Life of lowa assumes liability 
for a number of occupations heretofor 
barred, and will also pay claims from 
the date of disability instead of waiting 
for the approval of proofs, as now Be 
cause of the greater liability of the cov- 
erage, disability rates have been slightly 
increased 








NEWS OF FRATERNALS | 
— | 


FRATERNAL DECISIONS GIVEN 











Recent Rulings of Higher Courts on 





Various Points of Interest in 
Contracts and Procedure 

Held that a fraternal bene i ‘ 
tion organized and carried t 
mutual benefit of its members, issuing 
an endowment policy 1 mic! Ts, ro 
viding for payment of a stipulated sun 
to the beneticiaries named therein whic 
issued such policy to a n iby v 
paid all the dues thereon until he In 
came sick, and sick benefits provided for 
by the laws of the assoc lation m= suecl 
cases accumulated to an amount eate 
than the dues payable for a certai 
month, which month's dues he failed 
pay, was under the duty t apply t 
funds on hand, due to the member for 
sick benefits, to the payment of the due 
tor that month, rather than to let the 
policy lapse lor non-payment tf dules, 
and could not declare a forteiture o1 


























YUM 


LIFE INSURANCE 








Home Office 
Armour Boulevard and Main Street 


idland Lite 


Insurance CO; 


Company 


Kansas City, Missouri 


There are men selling life insur- 
ance today whose present opportu- 
nities are limited but who have real 
futures. They are experienced, 
write a good volume of business 
and can handle men. But they must 
have a better deal before they reach 
full earning capacity. 


Many deserve to be and should 
succeed as general agents or district 
managers, especially in productive 


If you are qualified, make your- 
self known at once to the Midland 
Life, a solid, progressive com + 
with $33,000,000 insurance in force 
—a company that meets competi- 
tion in all standard forms of policies 
and actually cooperates with its 
field forces. 

There are choice openings in 
Denver, Sedalia, St. Joseph, Wich- 
ita, Salina, Dallas, San Antonio and 
elsewhere. 

Take the first step toward a big- 


fields, representing a sound, grow- 
ing company. 


ger future today. Address your let- 
ter to the undersigned personally. 


Daniel Boone, President 








‘‘Growing in 42 States’’ 


PROSPERING— 
EXPANDING 


Come and grow with us. We 
are building strong agencies 
through intelligent Home Office 
co operation. 

Liberal Manager arrangement 
open at Cincinnati, St. Louis 
and Houston, Texas. 


Correspondence confidential. 


THE BANKERS RESERVE 
LIFE COMPANY 
Home Office 

Omaha, Nebraska , 


R. L. Robison, President 
W. G. Preston, Vice-President 
R. C. Wagner, Sec’y.-Treas. 











Business in Force $112,000,000.00 
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NYLIC INCENTIVES and AIDS TO SUCCESS 








--NYLIC CLUBS-- 


THIRTY YEARS AGO the New York Life 
founded its D. S. O., the $200,000 CLUB, as an 
incentive to Distinguished Service. It also 
provides every candidate with a definite, mini- 
mum, self-imposed task and yard-stick. 

Term insurance does not count. Semi-annual ver | 


Quarterly business is credited $500 and $250, per 
$1,000, only as each premium instalment is paid. 


Every year since its foundation this Club has played 
an important part in the growth of hundreds of 
earnest agents. 


Its greatest service has been lo inspire average agents to reach, 
and remain on, a plane of success. 


Last year 930 Nylic agents qualified for the $200,000 CLUB 
with a total paid production of over 312 Millions and 236 
of these agents paid for $400,000 or more. 


The CLUB has grown so large that the TOP CLUB, 
requiring a minimum of $400,000, has recently been 
established. 


To those capable of still bigger things the TOP 
CLUB offers another incentive of LEADERSHIP 
with special honor-rewards of the Presidency, 5 Vice- 





Presidencies-At-Large and 12 Departmental Vice- 
Presidencies for those who head the great list. 


Annual Educational Conferences for Club members 
furnish inspiration as well as practical sales-and-serv- 
ice-information. 


Club membership helps the agent’s mental attitude 
and his oaieatenl « equipment, while the larger 
production helps his pocketbook. 


Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy? 





New Home Office Building 

vow being erected on the site 

4 the famous old Madison 
Square Garden 


NEW YORK LIFE INSURANCE COMPANY 
346 BROADWAY, NEW YORK 


DARWIN P. KINGSLEY, President 

















TYgNT ENT a IG 8 








TG YN ONT ON TON ON 7O\ ONO) ONO 8) OV 7O\ Ns ONION ONO O\NIO IO) 78) 18a) 





Ser fax 


Tate 


Tet ele 


i ie i ee 


© 


Wit na Le ks Me cs 


i We We es ts ts ses My ey 


irae ta 


Low o 


oe 8 ee 


i a a Wh en 








In PEORIA, ILLINOIS 
In SPRINGFIELD, ILLINOIS 
In ROCKFORD, ILLINOIS 


In these places we offer to men of character, with proven 
records as agency builders, an “old-time” general agency 
contract with non-forfeiting renewal commissions 
Far-reaching, continuous cooperation will also be given to 
the end that your contract shall become profitable and per- 
manent. 


NATIONAL FIDELITY LIFE && Kansas City, Mo. 


RALPH H. RICE, seections 





























Think It Over! 


The Summer is here, vacations are close by and 


consideration of business changes is 


the Fall. 


deferred until 
This gives you ample time in which to weigh 


the advantages of life insurance salesmanship as against 
the salaried position in office or shop,—to contrast out- 
decors with indoors, freedom with timeclock, income limited 
only by your industry and intelligence with income fixed 
by the market price for clerical labor, mental broadening 
with mental stagnation, business prestige with business 


submission. 


Consider these things carefully during the 


Summer months, and make up your mind that when Fall 


comes you will enter the larger life. 


The PENN MUTUAL welcomes men and women who 
have ideals, are ambitious, and, above all, who are indus- 


trious. 


The Penn Mutual Life Insurance Company 


Philadelphia, Pa. 


Founded 1847 














COMPANY 


CHICAGO 


Executive Office: Jacksonville, Ilineis 


Life ‘ Health ‘ 


Accident 














OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


insurance Company 
DENVER, COLORADO 











ALAMO LIFE INSURANCE COMPANY 


Graham Dowdell, Pres. 








A progressive up-to-date company with a program of 
expansion and growth. 
All Texas is our field. 














“The Fast Growing Company of the Southwest” 


San Antonio, Texas 











A NUMBER of National Life Salesmen have increased 


Exceptional their earning ability by fifty percent through the Na- 
Sales tional Life’s popular low-cost policies. This same oppor- 
tunity is open to you through a National Life Contract. 


An Towa Corporation operating in twenty-five states. Cor- 


Opportunity respondence invited. 


National Life Association 
Home Office: Des Moines, lowa 











of Pythias vs. Sanders, Sup. Ct. Ark. 
* * * 
Where appellant was duly notified of 
the assessment calls and failed to pay, 
held that her policy was properly for- 


feited. Barnes vs. Ellis County Mutual 
Aid, Ct. of Civil Appeals, 10th Dist. 
Texas. 

ee @ 


The policy provided that each member 
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should pay a certain amount, “if a fellow 
member is accidentally killed or acci- 
dentally loses hand, eye or foot or if any 
member becomes totally and perma- 
nently disabled from accidental means 
only.” Held that where a member be- 
came totally and permanently disabled 
from disease not caused by accident or 
accidental means, there could be no re- 
covery. David vs. Fort Worth Mutual 
Benevolent, Ct. of Civil Appeals, 10th 
Dist. Texas. 
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WORK OUT FINANCING PLAN | had its effect, and much interest has 


Criswell Reappointed Managing Direc- 
tor of Chicago Association— 
Good Membership Gain 





As a result of several meetings of 
general agents and managers, the Chi- 
cago Association of Life Underwriters 
has worked out a refinancing plan that 
will tide it over its present troubles and 
make it possible to increase the service 
and usefulness of the organization. 


been aroused in the various offices by 


| the emphasis that was made on the 


| necessity of 


closer cooperation and 


| more effective support. 


| pointed 


A special committee of general agents | 


has been appointed to further the oper- 
ation of a new scale of agency dues that 
the board of directors has put 
effect. It provides for a graded sched- 
ule depending upon the production of 
the office, and ranges from a fee of $25 
for annual premium income on new 
business less than $50,000, to $150 per 
year for general agents whose new pre- 
mium income last year exceeded 
$200,000. 
Criswell’s Work Endorsed 


The board’s plan met with a hearty 
response by the Agencies’ Division of 
the association, nearly 60 general agents 
and managers having already accepted 
it. The general agents endorsed the 
work of Clinton F. Criswell, managing 
director of the association for the past 
two years, but there was some question 
whether he could be continued i 
of the past difficulties encountered in 
trying to finance the association on a 
basis of voluntary pledges. 

It was found, however, that the in- 
come would be materially increased 
under the new scale of managers’ dues, 
so the board of directors at a meeting 
last week reappointed Mr. Criswell for 
another year. 


“Payroll Deduction” Plan Adopted 


Forty-two new members were 
in June, bringing the present member- 
ship of the organization to more than 
500. A new step toward association 
efficiency is being taken in putting the 
collection of dues on the “payroll de- 
duction” basis, i. e., agency cashiers re- 
mit $1 per month for each member in 
the office. This plan has been very suc- 
cessfully used in Cleveland, as it re- 
duces lapses and releases much time of 
the secretary for more profitable work. 


It is understood that S. T. Whatley, 
general agent of the Aetna Life, who 
was recently elected president of the 


association, has ambitious plans to en 
large the size and service of the organ- 
ization. Mr. Whatley is now in Europe 
and after his return about Aug. 1 a 
membership drive will be pushed that is 
expected to put the Chicago association 
next to New York in size and second 
to none in practical usefulness. 


Much Credit Given to Chase 


Much credit in successfully overcom- 
ing the difficulties which the association 
has been pasging through is due to 
Samuel T. Chase, general agent for the 
Connecticut Mutual. As vice-president 
and chairman of the general agents and 
managers’ division Mr. Chase called 
several meetings of the agency heads 





and sold them on the necessity of sup- 
porting the association and the value of 
enlarging its membership and _ special- 
ized service. 

Darby Day’s forceful appeal at the 
annual meeting of the association also 


into | 


McNamer has been  reap- 
national executive committee- 
man from the Chicago association. 

x * x 


Harry 


Des Moines.—Edwin E. Carter of the 
St. John & Carter general agency of the 
Equitable Life of Iowa is the newly 
chosen president of the Des Moines as- 
sociation, succeeding Joseph Peterson. 
Other officers chosen are: Harry Has- 
kins, first vice.president; Arthur Watson, 
second vice-president; Thomas O'Connor, 
secretary-treasurer; James C. Clapp, 
delegate to the national convention; 
Fred G. Applequist, chairman of the 
board. Mr. Peterson automatically be- 
comes a member of the board as retiring 
president. 

* * * 

Peoria, I1l.—The Peoria association at 
its annual meeting elected officers as 
follows: Ralph C. Lowes, Sr., president; 
Howard Bartholomew, vice-president; 
Charles F. Thompson, secretary-treas- 
urer. 
ee se 
Ind.—John Mutch 


Evansville, was 


elected president of the Evansville asso- 


| vice-president; 


in view | 


| H. DeLong, 


added | 





ciation at the annual meeting. Other 
officers selected were: Morris R. Levi, 
A. J. Saum, secretary- 
treasurer, and E. J. Ellsworth, A. J. Star- 
key, Argyle Brown, Hugh Nunn, Lewis 
Cc. Cook and Luther Gowen, directors. 
Regular meetings will be suspended for 
July and August. 

x * * 

Il.—The annual meeting 
County association 
was held June 30. The following officers 
were elected: President, F. M. Bean; 
vice-president, E. J. Hutchinson; secre- 
tary-treasurer, R. S. Firebaugh; executive 
committee, H. C. Earl and C. H. DeLong. 

The association now has 37 active 
members and two honorary members. C. 
the retiring president, is 
first vice-president of the Illinois asso- 
ciation. 

Plans are being made for a member- 
ship drive and also to hold a sales con- 
gress in Champaign for the central Illi- 
nois associations this fall. 

4 kK * 

Memphis, Tenn,—At the annual meet- 
ing of the Memphis association, both 
nominating committees concurred in 
recommending for reelection the officers 
who have served the association so 
capably the past year. H. G. Allen was 
reelected president, this being the first 
time in the history of the Memphis asso- 
ciation that the same president has been 
chosen for two consecutive terms. 

Other officers reelected to serve with 
President Allen were John H. Barnett, 
vice-president; Seth W. Ryan, secretary; 
Joseph P. Evans, treasurer; R. Henry 
Lake, Thomas B. Hooker, Bolling Sibley, 
c. O, Terry, Tom C,. Looney, Jr., G. ©. 
Polk and John E,. Lippitt, executive com- 
mittee Edward J. McCormack again 
represents the Memphis association on 
the executive committee of the National 
association. All elections were by unani- 
mous vote. 


Champaign, 
of the Champaign 


* * * 
Bert EK. Williams of the 
National Life was elected 
the Omaha association at 
the annual meeting H. E. Sorenson, 
Aetna Life, was elected vice-president; 
Douglas Peters, New England Mutual, 
secretary; Lynn W. Forbes, New York 


Omaha- 
Northwestern 
president of 


Life, treasurer. 
* * * 
Boston—A special luncheon of the 
Boston association was held July 7, when 


the guests and speakers were the mem- 
bers of the faculty of the Boston life 
insurance training course, including Vin- 
cent B. Coffin, director; Ralph Engels- 
man and Frank M. See Members of the 
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class also spoke. George H. Tracy. 
chairman of the educational committee 
of the association, presided. The class 


comprises 75 Boston life insurance men. 

William E. Collins, Jr.. who recently 
resigned as executive secretary of the 
Boston association to become associated 
with the Boston agency of John C. Paige 
& Co., will be succeeded by John P. Muir, 
for some time past with the Boston gen- 
eral agency of the Guardian Life. 

*x* * * 

Pittsburgh, Pa.—At the annual meet- 
ing of the Pittsburgh association the 
newly elected officers and directors were 
Installed as follows: President, J. Milton 
Ryall, National of Vermont; first vice- 
president, Robert A. Lyne, Union Cen- 
tral; second vice-president, Arthur G. 
Ashbrook, Provident Mutual; treasurer, 
EF. A. Spencer, Mutual of New York. Di- 
rectors for three years: W. Rankin 
Furey, Berkshire Life; George W. Hoff- 
man, Jr., Mutual Benefit; John T. Shir- 


ley, Connecticut General; Howard S&S. 
Sutphen, Equitable of Iowa; John A 
White, Metropolitan. 


President Ryall is the first agent to 
be president of the association § since 
1918. He has been in the life insurance 
business for over 25 years and has been 
active in association work He was 
treasurer of the association three years 
ago and has been a member of the board 
of directors for the past two years 

This meeting marked the close of a 
very successful year under the adminis- 
tration of Howard S. Sutphen, general 
agent of the Equitable of Iowa. Her- 
bert L. Smith, general agent of the 
Northwestern Mutual in Harrisburg and 
presideht of the Pennsylvania state asso- 
ciation, addressed the meeting, dealing 
with the various problems of association 
work, and outlined plans which the 
Pennsylvania state association hopes to 
carry out. 

* * * 

Gary. Ind.—Darby A. Day, Chicago 
manager of the Union Central and presi- 
dent of the Illinois Association of Lif« 
I'nderwriters, will address a_e dinner 
meeting of the Gary association July 19 
on the subject, “Using Our Working 
Tools.” 

Insurance men are being invited from 
all the important towns in Lake county, 
Ind., and E. F. Andren, secretary of the 
Gary association, is making plans to 
take care of a large crowd. 








WITH INDUSTRIAL MEN | 

















AGENCY CONVENTION IS HELD 





Conservative Life of South Bend, Ind., 
Called In Its Leaders for 
Midsummer Meeting 


The Conservative Life of South Bené, 
Ind., held its midsummer convention for 
its agency leaders, the five months’ pe- 
riod being the qualifying time for the 
convention. The agents were welcomed 
by Mayor Chester R. Montgomery of 
South Bend. Sidney B. Wibble. editor of 
the South Bend “News-Times,” gave an 
address at the first session. The ladies 


were taken in tow by Miss Anna M. 
Hiafner, executive secretary. and Mrs. 
I.. A. Walz, chief of the ordinary issue 


department. At the banquet, the evening 
of the first day, Vice-President A. 8. 
Burkart was toastmaster. The speakers 
were former Mayor Ely F. Seebirt of 
South Bend and John M. Stinson of Ham- 
mond. Mr. Burkart announced the prizes 
on industrial work during June. The 
leading superintendent was George W. 
Rathwick of South Bend, No. 1 He re- 
ceived a gold watch. Agent Joseph Mar- 
tin of South Bend, No. 1, was the leading 
agent, he also getting a gold watch to- 
gether with a cash bonus. The next day 
the agents and their wives were taken 
on an automobile ride, winding up at the 
Studebaker Corporation, where they were 
shown through the plant. A luncheon 
was served at the Country Club with 
President Stephenson as master of cere- 
monies. The speakers were Congress- 
man Andrew J. Hickey and Manager 
Johnson of the industrial department. 





Western & Southern News 


The superintendents of agencies of the 
Western & Southern Life tendered a bon 
voyage dinner to President W. J. Wil- 
liams in Cincinnati prior to his sailing 
for a two months’ vacation in Europe. 
Addresses were delivered by Vice-presi- 


(CONTINUED ON PAGE 28) 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIl., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago's Financial district. 




















A PURELY MUTUAL 
Company / 


If You Have Knocked 
the ‘“‘T” Out of ‘‘Can’t”’ 


WE CAN GIVE 


1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 











OLORADO 
NOW OPEN : 


We have a liberal General Agency contract to offer in 
Colorado to an experienced Life Insurance Salesman and 
Organizer of character and ability, who has an established 
successful record in personal production and Agency build- 


ing. 





Real Home Offfice co-operation—Up-to-date Policies— 
Special Preferred Risk Guaranteeing Return of all Pre- 
miums Paid—Guaranteed Dividends—Annual Dividends-— 
Non-Medical—Standard and Sub-Stindard. All replies con- 
fidential. Address: 


J. T. Mayall, Vice-President & Agency Manager, 
500 Board of Trade Building, 
Kansas City, Missouri. 
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Our Business 


“This is to notify you that I have now been pro- 
nounced able to return back to work, also that 
I no longer claim the disability benefits. I 
am thanking you very deeply for the past ac- 
commodation you have favored me with. The 
disability benefits have been a great help to 
me during my recovering back to health again.” 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
HARTFORD 
1846 Over 80 years in Business 1927 

















—— 


You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 


During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
. ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


34 NASSAU STREET NEW YORK, N. Y. 











The Berkshire Life Insurance Co. 


founded in 1851, has just completed its Seventy-Fifth Anniversary, with 
a substantial increase in new business over 1925. All previous records 
have been shattered. This great expansion is due in marked degree to 
the splendid spirit of co-operation between the Home Office and the 
Field Force. 

Men contemplating entering the life insurance business would do well 
to communicate with this fine old Massachusetts company before defi- 
nitely deciding. 


BERKSHIRE LIFE INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 





GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL: 
ATTRACTIVE GENERAL AGENCY OPENINGS IN TEXAS 


Now available with this Progressive California Company in 
connection with its plan to establish Direct General Agencies 
in Houston, Dallas, and other large cities in that field. Very 
liberal contracts and fine line of policies. Applications now 
being considered from men of successful experience and satis- 
factory records. If interested write or wire. 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 














COMPLETE COVERAGE — 
FROM A SINGLE SOURCE 


Life Health Accident 
Life Policies—Disability Policies—Accident 
Policies 





Sub-Standard Standard Super-Standard 


One Correspondent One Contract 

7H & Aand Auto Injury Forms Group Protection 
WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michigan, 
Pennsylvania, West Virginia, Texas, Oklahoma, California, I]linois. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 


One Company 
400 Popular Life Forms 














ARE YOU READY FOR ADVANCEMENT? 


HAVE YOU LOOKED FORWARD TO THE TIME WHEN YOU WOULD OWN 
YOUR OWN BUSINESS? HAVE YOU HAD THE AMBITION TO DO LARGER 
THINGS? WHY NOT CAPITALIZE YOUR ABILITY AND EXPERIENCE TO 


YOUR OWN ADVANCEMENT? BUILD YOUR OWN GENERAI 
YOUR OWN CITY WHERE YOU ARE KNOWN. WHY NOT HAVE 
COMMISSIONS AND LONGER RENEWALS AND OVERWRITING 
ON THE PRODUCTION OF MEN YOU APPOINT 
WE HAVE SPLENDID GENERAL AGENCY OPENINGS IN MICHIGAN, ILLINOIS 
GHIO, TOWA, MISSOURT, PENNSYLVANIA AND NEW JERSEY IF WE HAVE NO 
AGENCY IN YOUR VICINITY, WRITE TO US 
WE OFFER YOU VERY DISTINCT ADVANTAGES 
Splendid General Agency Con act. long te renewals 
All standard forms of poli th partic St ps gO 


AGENCY IN 
THE LARGER 
COM MISSIONS 


Liberal disability heusiite. 

Guaranteed Premium Reduction Coupons, beginning at 

cash dividends each year after the second, 
Confidential communication is invited if you have a clean rec ab 
insurance yourself and to dev l 


end of first year, with further 
making very low net 

rd and the hility to write 
and your 
your life, 


op a General Agency You know vour own abjility 
own Hienitatio ms. Can you measure up? Can vou make this the turning point in 
the door to the larger opportunity and larger income of which » | ¢ amed 


GIRARD LIFE INSURANCE COMPANY 


Opposite Independence Hall 
PHILADELPHIA, PA. 




















STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 


INCORPORATED 1844 


Announces a new and complete 


line of single and annual 


premium annuities 
effective June 1, 1927 


‘The A & H Pe 


IS THE 


. MAN'S PAPER 
: $2.00 A YEAR 


bitious man. It's in your mind. 


contract with Fidelity. 


plan. 


assets and over $343,000,000 insurance in force. 
More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 








ACCIDENT AND HEALTH | 








CHICAGO | 


WHAT'S AHEAD? 


That question is in the mind of every am- 


If the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 


Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life’ 
It operates in forty states on a full level 
net premium basis with more than $70,000,000 in 
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very orma + €a t y an m itious , to stop work because of ill he alth, and | po ssible and find out all we can about 
P . | ihe will be very much interested Phe | their wants. Old acquaintances and old 
erson With Average Aspirations an mere suggesting to a person that he | poheyvholders are alre ady your prospects 
uy bie insurance is not a Rood way 0 | don't overlook them 1 lac Mata 
buy lif i to | —d look t m t that 
Desires Is Prospect for Insurance start the sale of a life insurance con- | person now has an imsurance contract 
tract. It ‘snap-shots’ in the man’s mind | is an admission that he has taken steps 
eae : vue ae 6 «2 : : a time when there will be a box about | to make his plans certain He should 
‘ ROSPECTS, Who Are They?” | tions and ideals of the average human — aon i . else pe reg Sonal > thes “¥ ; ones 
z -stion of never-ending inter- | being is a prospect for some sort of life | ** sect tong, lots Of Rowers, sort music | siways be compumentes On the wis 
S quer & S : and.the green grass growing all around. | course he has taken in getting the policy 
est to all agents from the day | insurance contract. Not all people, how- lh: : : libel 
‘ . : p iat way might be well enough to start | Very likely he has made some progress 
they enter the life insurance business | ever, are healthy and ambitious, and ‘wig , : . “ 
; : ? the sale of a monument but not the sale | since his last contract was issued so 
till the hour they leave it to retire from | these we can quickly cross off our list ; ' mages : ‘ 
, ; ’ Sa ; of hfe insurance that it is now inadequate for his needs 
active life, prompts S. F. Marsh of the | In taking so broad a viewpoint, we H ih , s d 
2 f acvency 7 . . ar > y . ‘ . -lude » li Findi P I c will have yigneer opes, new needs 
Sarre, Vt., agency of the Massachusetts | might also have to exclude a tew se inding Prospects Is The old policyholder is our best pros 
Mutual to declare that the people who | satisfied individuals who have arrived Matter of Acquaintance hteas- ; : ; 
. -@ ife insur “@ . ) Oo ts ' ~— 
are in the market for life insurance are | at a place where they wish for nothing \s life insurance is a means by which | | 
simply the people who want something, | more or nothing better. I do not think | ye can all reach the goal we daily strive | YOung People Develop 
those who have ordinary human desires. | we will find very many of these. If | for does it not seem that the fiindng ot Needs for Insurance 
“To be more concrete,” he continues, “I | the goods we have for sale are in reality | prospects is pretty much a matter oi “We should not overlook the acquaint 
might say that most of us want the | simply the guarantees of the fulfillment acquaintance? Will we not find by per- | anceship of young people, who perhaps 
financial means to bring about the ac- | of our fondest hopes and desires, we will | gonal contact with others that they are | @fe now too young to have definit 
complishment of our particular desires, | find prospects everywhere, for all men | 4 good deal like ourselves in their wants | Wants and desires heir needs are 
’ 
| whether for an independent old age, | have hopes and desires of some sort | ang hopes? We may ask ourselves, are | Supplied by their parents, who may wish 
| food, clothing, education of our children, | which can best be accomplished through | these things desirable for us? Ii so, | to continue certain advantages for them 
or the necessities and comforts of our | life insurance then they are for others hey will be | through life insurance contracts. If not 


they will soon want things tor them- 


families after we are gone. Any and all | oa . touched in their hearts by the same vital 

of these particular things can be accom- | Use Imagination in Presenting interests that touch us. Let us not be | S¢lves. As soon as they know that they 
plished in only one sure way, the life in- Life Insurance remote from or hold at arm's length any- | ™ust use their own energy to realize 
surance plan. “If, however, we were to ask 100 men | one who wants anything, for he is our | ' Fg they will _ our age 7 
. - : neawtenae rospec “When my prospect list seems a little 
Most People Are Prospects | tii poo Sy a ee ee — : dull, I make it fresh by making new 
for Insurance ls ay, No! But ask a man if he would like 4 aL iy - — as Many acquaintances and new contacts as can 

Es : : ij ask a mz eople as Possible othe ts mist s aeaiecaiee ; 
It might be said with a great deal of | a trip to California, a new home, a new est P easily be done. New contacts bring new 
here are many good ways of mak- | prospects, directly or indirectly From 


= truth that every normal, healthy and am- | car, a $25,000 checking account, an in bee ‘ 
bitious person with the desires, aspira- | come of a few hundred a month any | '"8 @¢quaintances The main thing is | (CONTINUED ON NEXT PAGE) 





TWENTY-ONE : 
|| YEARS OF SERVICE || ---“Brompem 


(Organized July 2, 1906) 
ACHIEVEMENTS DrivinginSafety The Rightsof Motorists 


Over 90 millions in force. | The Rights of Pedestrians 











3 

2. Over 14 millions in assets. 

3. Never contested or compromised a death claim. 

4. No surrender charge now made with cash values ee a ort: 
second vear. A booklet called “CONTROL: Rules for Safe Driving, 

‘ 3 : ; : | -epare : Sas ae “a ffic =e as one . \ 

5. Midland assets do not include one dollar of real prepared by an experienced trafic officer, has been | = é by 

the John Hancock Mutual Life Insurance “ompany of Boston, 


estate. ; : 
Thousands of copies have been distributed throughout the 
country to motorists by Safety Councils and Chambers of 


Commerce. 


6. Increased dividends to policyholders made re- 
troactive. 

7. More dividends to policyholders than the total 
of all death losses. 

8. Interest earnings 5.87% with an average mor- 
tality ratio since organization of 35.9. 





The Director of Safety for the Chicago Motor Coach Com 
pany writes regarding this booklet 


| 
9. Paid all war losses in full without obligation to If it were physically possible to get one of thes 
a ¢ ‘ i BS booklets in the hands of every one that drives 
do so and returned all extra war premiums. motor driven vehicles and if i were possible to 
General Agency opportunities in Illinois, Indi- make them read and study this interesting booklet, 
ana, Michigan, Pennsylvania, New Jersey, a larac number of lives would be saved” 
Maryland, Virginia, West Virginia and Cali 
° fornia, | 








Copies of this booklet “CONTROL,” can be obtained from 
any agent of the John Hancock Mutual Life Insurance Com | 


THE MIDLAND MUTUAL pany | 
-_ LIFE INSURANCE CO. Or upon ephiaion | 
COLUMBUS, OHIO || resus, 197 Clarendon 


Boston, Mass. 





LiFe INSURANCE COMPANY 


“Its Performances Exceed Its Promises” oF BOSTON, MassacnuserTs 
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THE NATIONAL 


UNDERWRITER 














(ACTUARIES 








CALIFORNIA 





——~ N. COATES 


CONSULTING 
ACTUARY 


354 Pime Street - - San Francisco 











ILLINOLS 





| F emrmansend F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle 
Telephone 7298 


CHICAGO, ILL. 














L A. GLOVER & CO. 
* Consulting Actuaries 


2 South La Salle Street, Chicago 
Life Insurance Accountants 
Statisticians 





NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


36 W. Mth St. New York City 








‘oodward, Fondiller and Ryan 
Consulting Actuaries 
Actuarial Service in all branches of In- 
surance and for Pension Funds — Examina- 
tions and Appraisals—Statistical Service and 
Installations — Companies and Associations 
managed under contract—Office Systems and 
Reorganizations — Insurance Accounting and 


Auditing. 
75 Fulton Street New York 











OKLAHOMA 


J. McCOMB 

e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law 
Specialty. 
Colcord Bldg. OKLAHOMA CITY 





of Insurance a 

















H. NITCHIE 
° ACTUARY 
1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State #92 CHICAGO 











INDIANA 





AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








ARRY C. MARVIN 
CONSULTING ACTUARY 
zu95 North Meridian St. 


INDIANAPOLIS, INDIANA 
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E. L. MARSHALL 
* CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 











MISSOURI 


OHN E. HIGDON 
ACTUARY 


24 Argyle Bidg., Kansas City, Mo. 











fp tekaseen Cc, GOOD 


CONSULTING ACTUARY 
1416 Chemical Building 
ST. LOUIS 




















| ambitions and his ability 


| things that he or she 


(CONT'D FROM PRECEDING PAGE) 
a lack of prospects ones complaint soon 
changes to a lack of time to call on all 
the prospects one wants to call upon 
during the day. 


Must Not Be Afraid to Suggest 
Large Amounts 


“A short acquaintance with a person 
should give us some idea of his needs, 
to handle and 
cet the contract. It is much better to 
suggest a $20,000 plan to a $5,000 man 
than a $5,000 plan to a $20,000 man. It 
is such easier to come down than go up. 
In fact, it is a compliment to the pros- 
pect’s ability to mention a larger con 
tract than we think he can _ handle. 
Sometimes prospects seinesiae us a 
little. 

“A life insurance contract can be most 
successfully brought to the attention of 
the prospect by suggesting the idea that 
it will guarantee the fulfillment of those 
most desires. A 


| life insurance contract, properly pre- 
| sented, should not bring to the pros- 
pect’s mind his own ultimate resting 
place under the sod, but rather the 


| realization of his most sought-after ob- 


it be independence in 
old age, a trip to Africa, or what not. 
His desires may be selfish or unselfish 
Sut if he wants something and wants it 
hard enough, he is a prospect for our 
goods. Find out what he wants and 


jectives, whether 


help him get it.” 


| Michigan 





| WITH INDUSTRIAL MEN 








(CONTINUED FROM PAGE 25) 
dents C. F. Williams and Clyde P. John- 
son, Judge Wm. H. Lueders, and Director 


Head, toastmaster, 
President Williams with 
hment containing all the 
names of those present and a picture of 
liner with Mr. Williams and 
his family aboard Mr. Williams will 
visit all the large life companies abroad 
and return home the last of August. 
The nine Detroit offices of the Western 
& Southern held a “get-together” meet- 
ing, with about 500 field representatives 
in attendance, including those from 
Pontiac, Wyandotte, Royal Oak and other 
cities, as well as home office 
representatives from Cincinnati. J. dh 
McCurdy, manager of agencies, Detroit, 
was chairman of the meeting and on 
behalf of his associates presented E. J 
Taylor with a traveling bag in honor of 
his assignment as superintendent of 


of Agencies H. Thos 
who presented 


a farewell par 


an ocean 





agencies of Division F, which comprises 
Missouri and western Illinois. 


July 8, 1927 

_ — a : — - 
assistancy ranks is that of Herbert 
Hardin of Camden No. 2. Francis J 
O'Donnell has been promoted to assist- 


Toledo north has passed its yearly or- 
dinary allotment. It has an allotment 
of its own which is more than three 
times the minimum required by the home 
office, and from the pace is likely to 
finish in the millionaire class. 


——— 


ANOTHER GOOD RECORD MADE 


Eureka-Maryland Life Assurance Men | 


Carried on an Interesting Cam- 
paign for New Business 





The traditional rivalry existing be- 
tween the northern and southern divi- 
sions of he Eureka-Maryland Life was 
further manifested in the recent indus- 
trial campaign, the outcome of which 
marked it the greatest in the history of 
the company. 

“Tom" Mohan captained 
the southern division, and “Charley” Day 
lead the northern contingent. The effort 
brought forth a splendid response. The 
number of applications was larger and 
the premiums were higher than in any of 
the past campaigns. The field as a 
whole went 40 percent over the high 
quota which President Maginnis set. 

“Tom”™" Mohan's southern division was 
the victor but the fight was close, the 
southern division having only 5 percent 
more business than the nothern division, 
However, Mr. Day got a considerable 


the forces of 


greater increase out of the northern 
division than Manager Mohan got from 
his men. 

The leading agents, as a whole, were 
S. J. Alterman, F. Frascador and C. 
Hirsch, In addition to these were W. 
Winwood of the northern division, and 
J. Testa and C. Salinger of the southern 


division. Among the assistant superin- 
tendents who ranked high were A. Sloop 
and M. Sullivan of the northern division, 
ard EK. Rubinstein and G. Pavese of the 
southern division. 

This effort marks but 
the rapid and consistent 
Lureka-Maryland. 


another step in 
progress of the 


News of the Prudential 

and trans- 
Prudential: 
Union 


The following 
fers have been made by 
Bernard F. McDonald, 
City, promoted to assistant 
ent same _ district Edward Sommer, 
agent Hoboken district, promoted to as- 
sistant superintendent same district. 
August Gruner, assistant superintendent 
Hoboken district, promoted to superin- 
tendent same district. Thomas S. Husk, 
superintendent Hoboken district, trans- 
ferred to Kansas City No. 3 district 
Rhey D. Hanshaw, formerly an agent in 
the Camden No, 2 district, 
moted to assistant superintendent 
same district. Another entrant in 


promotions 
the 
agent at 


in the 
the 


| Lorain, O.; 
|} O., and Harry N 


| 
| 








superintend- | 


has been pro- | 


ant superintendent in the Brooklyn No. 
5 district. The following were ap- 
pointed assistant superintendents: Clar- 


Baker, Elyria, O., detached of 
Lloyd C, Webster, Sandusky, 
Wieting, Jr., Cleveland 


ence C. 


No. 2. 
Life Notes 


Gordon Miller, newly 
of the Union Central Life, 
the Atlantic, la., territory. 


appointed agent 
has taken over 
Fred G 


Appelquist, district manager, is assist- 
ing Mr. Miller in his organization work 

McKay Reed, general agent at Louis- 
ville for the John Hancock Mutual Life, 
has recently been elected president of 
the Louisville male high school alumni, 
of which he has been an active worker 
for some years. 


OPPORTUNITIES 


This column serves as a market 
place where insurance wants 
may be made known to thou- 
sands of interested insurance 
men 

Advertisements which are _ re- 
ceived before 9:00 A. M. 
Wednesday are inserted in the 
current issue. 

“Opportunities” advertisements 
are $s. 00 an inch for one inser- 
tion. 

The National Underwriter 

hicago 











CAPITAL RAISED 


Selling organization 
of specialists in insur- 
ance securities will 
handle your stock 
issue; Reputable cor- 
porations only. Ad- 
dress B-39, care of The 
National Underwriter. 








Holmes and Library Bureau Accident & 
Health Claim 
Experience and History Cards 
FOR SALE 
Set of Hooper Holmes and Library Bureau Acci- 
dent & Health Experience and History cards filed 
together in six nearly new L. B. special cabinets 
costing $150 each More than 400,000 cards kept up 
to date. Company selling cards began business in 
1924 It is therefore apparent cards are nearly new 
Address 8-37 Care The National Underwriter 


Hooper 











J. C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 


Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 


STANDARD ORDINARY a INDUSTRIAL POLICIES 


N. WARFIELD, Jr., Secretary-Treasurer 


DR EDWARD NOVAK, Medical Director 











if 


Write or wire: 





You are a producer 

You want a REAL job 

You believe in yourself 

A friendly interest is needed 
Close co-operation is necessary 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 
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XUM 





Provident Mutual 
Life Insurance Company of Philadelphia 
Founded 1865 





Pennsylvania 


The Provident has worked 
out a practical plan by which 
the Home Office, through 
an Educational Supervisor, is 
assisting in the development 
of new agents. 











C. H. SIMPSON’S General 
Agency renewal income alone un- 


doubtedly exceeds the salary of 





= =. the President of the largest bank 


in the State of North Dakota — 


Just three ; 
good epenings mainly because he has_ stuck 
seventeen years, first, as our Spe- 
Springfield, Ill. cial Agent and, later, as State 


Cincinnati, O. Manager of North Dakota, worked 


Grand Rapids, 


Mich. hard and succeeded. 


Yes, there is a chance for you, too, 
either in Mr. Simpson’s or the 
Company's organization, if you 


will write to 


THE 
MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
Now a $133,000,000 company 














cadena 














ARKANSAS 


The Land of Opportunity 


For Men and Women who seek liberal 
Agency Contracts with a Progressive 
Company. 








aii 


J. W. Middleton, Jr., is our Manager for 

Western Arkansas and Eastern Okla- 

homa, with present headquarters at 
Mena, Arkansas 


I'rite him in confidence and let your first 
letter tell what you can do. 


LOUISIANA STATE LIFE 





Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 


IRA F. ARCHER 
Superintendent of Agencies 














Central States Life 


Insurance Company 


ST. LOUIS, MO. 


Agency Openings in 


ARKANSAS MISSOURI 
CALIFORNIA MONTANA 
COLORADO NEBRASKA 
FLORIDA NEW MEXICO 
IDAHO OKLAHOMA 
ILLINOIS SOUTH DAKOTA 
KANSAS TEXAS 
MINNESOTA UTAH 
WYOMING 
ts) 


All Ages up to 65 
Participating and Non-Participating 
Standard and Sub-Standard 
Disability and Double Indemnity 


Assets: $10,000,000 
INSURANCE IN Force: $90,000,000 
































INDEPENDENCE FOR DEPENDENTS 





All Liberty-Loving Americans 


feel a thrill when they recall the signing of the Declaration of 
Independence. This epoch-making document has been the fore- 
runner of political independence for hundreds of millions of 
people. Unfortunately, it did not and could not provide 
economic independence for dependents. 


But to the people of America is now offered an opportunity to 
sign an economic and financial Declaration of Independence,— 
for themselves and for those they hold most dear. Modern 
Life Insurance makes it possible for a man to attain independence 
for himself if he lives, and for his dependents if his life is cut 
short. And it is of particular significance that in the World’s 
greatest Democracy, where Liberty and Independence stand 
pre-eminent, Life Insurance, which gives economic and financial 
independence, has shown its greatest advance. In the United 
States of America there is more Life Insurance in force than in 
all other countries of the world combined. ‘To the extent that Life 
Insurance banishes almshouses, orphanages, homes for the aged, 
and prevents crime, indigence and pauperism, it is truly aiding 
in making us a Nation of Freemen. May it not therefore be 
claimed that the extension of the Life Insurance principle has 
assisted in furthering individual and national independence? 


The Equitable Life Assurance Society 
of the United States 


W. A. DAY, President 
393 SEVENTH AVENUE bd NEW YORK, N.Y. 




















